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Business /s Goop! 


July Gain - 75% 
7 Months Gain 76% 
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ALEXANDER E. PATTERSON 


General Agent 
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LET LIFE INSURANCE CONTINUE Your INCOME To YOUR FAMILY 
Licensed to do Business in 32 States 
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Touching on An Old Subject 


Work is a leading element of success in every line of human endeavor, and 
it is essential to the effective service of life insurance. 

Agents of The Northwestern Mutual Life Insurance Company have positive 
views about work, and they have tersely expressed themselves on the subject. 

The following are quotations from addresses delivered by them on various 
occasions : 

“There is no substitute for work.” 

“Plan each day’s work and work each day’s plan.” 

“That man wins who works the blazed trails with effort about equally 
divided between skull and feet.” 

“Victory that is worthy of achieving at any time, anywhere, in any calling, 
must come as the result of hard work.” 

“The man who works the least creates the greatest disturbance, just the 
same as an empty wagon rattles the loudest.” 

“Systematic work can become a habit and a good habit is just as edsy to 
acquire as a bad habit, and when once fastened on you, it is just as hard to break.” 

“Hard work alone will produce only limited success; but if you hitch it up to 
some well-defined scheme or plan, you will be surprised at the results.” 

“The reward, and the only reward worth while, in any work, in any pro- 
fession, is service to mankind, and there are very few professions that have 
the opportunity for service that our profession has.” 

“If you have strong points in selling, capitalize them—by work; if you have 
weak points, make them strong—by work; and then crown your efforts by rendering 
real service.” 

“IT have heard ‘work, ‘work,’ ‘work’ in life insurance ever since I came into 
it, and still ‘work’ is not exactly the right word. It means the putting into the 
business everything that you have in you: vour head, your heart, your feet.” 


WORK WITHOUT SERVICE IS MERELY WASTED ENERGY 


Northwestern Agents are taught to work purposefully for the best interests of 
their prospects, and they have pride in their work. 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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«[] THE FIRST OF A SERIES OF TEN ADVERTISEMENTS }> 





Thirty-five years ago 











A GROUP of responsible 
business men, headed by James W. Stevens, saw 
the vision of a great Illinois company—a company 
whose function it would be to provide the best of 
life insurance protection to the people. 


@ These foresighted and capable men formed the 
nucleus around which has grown “the greatest 
Illinois company,” the Illinois Life. 


Today the Illinois Life stands first among the 

great life insurance companies of the state. 
It has won the respect and loyalty of its thousands 
of policyholders and its hundreds of agents. 


G With more than one hundred and seventy-six 

millions of insurance in force and with thirty- 
five years’ of service to the people the Illinois Life 
has earned its right to the title “the dean of Illinois 
legal reserve life insurance companies.” 


Illinois Life Insuranee Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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Nonmedical Survey.Made 





American Life Convention Reviews the Results of the 
Questionnaire That is Sent to Its Members for 
Information on the Subject 





Life companies that have entered the 
nonmedical field have had a very favor- 
able experience with such business with 
very few exceptions. This is indicated 
by a chart showing the practice and ex- 
perience of 101 members of the Amer- 
can Life Convention which have 
ciated nonmedical just issued by the 
organization. This study of the subject 
is perhaps the most comprehensive yet 
compiled and has many very interesting 
angles for life underwriters. 

Of the 101 that reported regarding 
their nonmedical business 80 stated this 
class has been favorable so far as their 
experience was concerned. One com- 
pany said its experience was question- 
able, three stated it was about 
cent of A.M. select, one 62 percent ex- 
pected 1928 ratio, another reported 49.5 
percent total business ratio and two 
others said the experience was slightly 
higher than medical examination busi- 
ness. 

Insurance Limits 
Fixed by Companies 


Forty-eight companies reported they 
write a maximum of $2,500 on non- 
medical forms, 20 have a $2,000 limit 
and 15 will issue as much as $3,000 on 


a single life nonmedical. Four stick 
to a $1,000 maximum, one $500, four 
$5,000, two $3,500 and one $2,600. One 


company reported it will issue 5,000 non- 
medical in one year, $7,500 in two years 
and $10,000 in three years and a maxi- 
mum of $ 10,000 if the applicant has 
passed a medical examination within 
two years. Another company reported 
it issued $10,000 in two years with a 
$20,000 maximum for one life. Still 
another company has a $2,000 limit for 
the ages 10 to 14 years and $3,000 be- 


tween 15 and 45 years. A $5,000 limit 
is placed by one company on most non- 
medical cases, but under favorable con- 
ditions a maximum of $10,000 will be 
issued. Another company issues $5,000 


Im One year and has a $10,000 maximum 


on as igle life. A minimum of $5,000 
and $10,000 maximum is adhered to by 
one of the convention companies. 


Most Companies Put 
Age 45 as Maximum 


It is interesting to note that the great 
majorit 


of the companies regard 45 
years the maximum for the writing 
of life insurance without a medical ex- 
‘mination although 10 of the companies 
‘nat reported have higher maximum 
ages for 1 iale risks. In all 88 companies 
tT the 45 year maximum and of these 
“0 Rave set minimum age limit. One 
compa rites under a 45% year maxi- 
mum and no minimum, one has a 49 
nyfhes ium and a 12 year minimum 
Bm six regard 50 years as a safe 
ro ee and of these two have no 

“umum, two fix 15 years as their 

munimum, me 16 years and the sixth 

sn years as the minimum age. Two 

0 panies go up to 60 years of age. | and $2,500; 
ne of th 


aS its init 
$ its minimum age and the other goes 


70 per- | 








, that has a limit of $5,000 in 


sé companies fixed 21 years | and men 15 to 45, $2,500; 





as low as 10 years. Two companies 
have placed theif maximum age limit 
at 40 years, one having no minimum 
and the other ranging from 10 years to 
40 years on the non-medical basis. 
The limits of 15 to 45 years is a big 
favorite, apparently, as of the com- 
panies operate under that range and 10 
go from 10 to 45 years. Other age limits 


33 


are: 16 to 45 years, five; 21 to 60, one; 
6 months to 45 years, two; 15 to 50 
years, two; 18 to 45 years, four; 14 to 


45 years, two; and one company did not 
state its age limits. 


Policy of Companies 
as to Female Risks 
There is a decided trend toward ac- 
cepting female risks non-medical on the 
same basis as males as 51 companies of 
the companies reporting stated they will 
write women as men. Four of the com- 
panies restrict their non-medical under- 
writing to men only. Twelve com- 
panies are willing to accept single self- 
supporting women with the same limits 
as men. Other companies have lower 
maximum coverages for women non- 
medical than they have for men. 

Two companies write unmarried 
women $2,000 non-medical and married 
but $1,000 compared with a maximum 
for $2,000 for men. Eight set the maxi- 
mum for women at $1,000 against $2,500 
fo rmen. One writes single women 18 
to 45 $2,000 against $3,000 for males be- 
tween ages 15 and 45 years, and another 
company limits women to $1,000 against 
$3,000 for men. 


Difference in Practice 
Among the Companies 


Threq companies limit women from 
15 to 40 years to $1,000 and write males 
15 to 45 years up to $25,000. Another 
company is willing to give single and 
widowed women wage earners between 
ages 18 and 45 years $2,000 while writ- 
ing males 15 to 45 years $5,000 in one 
year and a maximum of $10,000. Three 
limit women to $1,000 against $2,000 
for men, and one company _ writes 
women $2,000 and men $3,000. An- 
other company which has a maximum 
of $3,000 for men will accept self-sup- 
porting unmarried women on the same 
basis but bars widows and divorcees. 
A limit of $1,000 for women to age 45 
compared with $2,000 for men to 50 
years is reported by one company, and 
three state they write women $1,500 and 
men $2,500 non-medical. A member 
one year 
and maximum of $10,000 for men places 
$2,000 in one year and a maximum of 
$5,000 for women. Still another that 
writes men up to $5,000 will give women 
but $2,500. Single women and widows 
can buy $2,000 non-medical from a com- 
pany that sells men $3,500 without a 
medical examination. Other limitations 
on women as reported by the companies 
are: 40 years $1,500 and men 50 years 
18 to 45 single only $2,500 
15 to 40 years 
2,500 and males 15 to 45, $2,500; single 








Hat in the Ring 








Ss. T. WHATLEY, Chicago 


Aetna Life Manager, Prominently Men- 
tioned as Candidate for President of 
the National Association of Life 
Underwriters 


$2,000, married 
men; 15 to 40 


self-supporting women 
$1,000 against $2,000 for 
years single wage earners 2,000, mar- 
ried $1,000 and males 15 to 45 years 
$3,000, and single 40 years $1,000, mar- 
ried $500 and men 45 years $1,000. 


Attitude Is Revealed 
on Substandard Risks 


Of the 101 companies writing 
medical 13 will not consider any 
standard basis on that basis. Other com- 
panies are willing to accept some sub- 
standard nonmedical. In this group 20 
limit the concession to substandard 
to occupation only and 14 on occupation 
and weight, while three sell nonmedical 
to cases that are substandard as to 
minor impairments and _ occupation. 
Other reports on this subdivision of the 
nonmedical questionnaire were: 225 per- 
cent; occupation and C rating, occupa- 
tion except health hazards; height and 
weight only; height, weight and occupa- 
tions, weight and family, occupation and 
history, build rating and flat occupation 
extras. 

Ninety-three companies reported they 
write double indemnity nonmedical while 
three will not give such coverage on 
nonmedical. One company writes males 
and single females double indemnity 
and another gives this concession to 
select non-medical risks. Another com- 
pany limits double indemnity tq ages 
15 to 55 compared to a limit of 10 to 45 
years on other nonmedical risks and an- 
other company will give double indem- 
nity to cases above 10 years while writ- 
ing re gular nonmedical cases with limits 
of one to 45 years. 


Practice of Companies 
as to Disability Cover 


Concerning total disability 80 com- 
panies reported they write this coverage 
in nonmedical policies while six stated 
they do not. Eight companies limit the 

(CONTINUED ON PAGE 21) 
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Booming Whatley 
for Presidency 


Aetna Life’s Chicago Manager 
Backed for National Life 
Underwriters Post 


HAS VERY FINE SUPPORT 


Has Served Successfully as Head of 
Both the Pittsburgh and Chicago 
Associations 


the 
Association 


number members of 
Life 


meeting 


A large of 
Underwriters 
this 
mously to promote 
T. Whatley, 
in 


Chicago 
week voted 
the 
manager of the 


at a unani 
of S. 
Aetna Life 
the Na 


Underwriters 


candidacy 
their for president of 
of Life 
at the forthcoming Washington conven- 


city, 


tional Association 


tion. Mr. Whatley is now vice-president 


of the National association. During the 
year a number of prominent leaders in 
the association movement have _ re- 
quested Mr. Whatley to allow his name 
to be presented as a presidential candi- 
date. He has stated all along that he 
could not take the office but as more 
and more pressure has been brought to 
bear upon him as being the logical man 
for the high position he gave a favorable 
decision this week to a committee from 
the Chicago association who waited upon 
him and requested that he allow his 


candidacy to be furthered. Mr. What- 


ley in this connection said: 
Mr. Whatley’s Statement 

“IT have been asked by a number of 
men in the National association in va- 
rious sections if 1 would be a candi- 
date at the next election. I have 
hesitated to respond in a _ favorable 
way because I knew that it involved 


considerable sacrifice in time and money. 
However the call has become so strong 
that I have decided to allow my name 
to be used. I am not seeking the office 
in any manner. I will make no contest 
for it. If the delegates at Washington 
desire me to serve as head of their great 
organization I will accept and do my 
utmost to give a successful administra- 
tion. I owe much to the Life Under- 
writers Association. I have been a 
member of it during my entire insur- 
ance career. I started as a humble mem- 
ber at Birmingham years ago. If 

can contribute in any way to forward 
the movement I will happily do 


Chicage Back of Whatley 


E. B. Thurman, 
souri State Life 
Chicago association, said that the or- 
ganization in his city is back of Mr. 
Whatley 100 percent. Mr. Thurman 
said: “All who know S. T. Whatley 
appreciate his constructive work, admire 
his genial personality, high ideals, cour- 
age and desire to help his fellows along. 
There is no member of our association 
in Chicago who is more greatly beloved. 

(CONTINUED ON PAGE 21) 
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Makes Rapid Growth During 


Slack Interval in Illinois 


REPORT OF GREAT WEST LIFE 


General Manager Ferguson Pleased at 
Branch Record Disclosed at Agency 
Meeting in Chicago 


Seventy percent increase in written 
business in Illinois during the first five 
months of this year over the same 
period in 1928 was reported to General 
Manager C. C. Ferguson of the Great 
West Life of Winnipeg, by C. T. Milner, 
Illinois branch manager, at a one-day 
regional meeting of agents in Chicago 
this week. 


The active head of the Canadian com- 


pany that operates extensively in the 
United States and draws at least 20 per- 
cent of its business from this country, 


expressed great satisfaction at the record 
in view of difficulty experienced by many 
companies in increasing writings in IIli- 
nois this year. 


Pleased With U. 8S. Business 


“IT am particularly pleased with the 
way the American public is taking to 
our proposition,” Mr. Ferguson com- 


taking advantage 


“especially in 
upon which 


settlement options, 
we pay 5% percent interest. 

“Custody of insurance 
come to be one of the most important 
questions in life insurance today. There 
is hardly a policy of any size written by 
the Great West without our representa- 
tive suggesting use of the settlement 
options in preference to leaving a lump 
sum to the beneficiary. Our large in- 
terest return makes such a settlement 
attractive. 


mented, 
of our 


money has 


Company Remains Conservative 


companies have in- 
vested rather widely in stocks which 
have returned large income, and thus 
have been able to offer unusual returns 
to policyholders. In spite of the large 
investment earnings thus gained, I 
would say that this investing has been 
done shrewdly. 

“The Great West, however, has gone 
slowly in spite of the greater freedom 
offered it in investments over American 
companies, This company is a pioneer 
in several respects. It was one of the 
first to inaugurate nonmedical insurance, 
and it appears impossible to detect any 
difference in experience from risks 
written on medical examination. For 
about six years the Great West has been 
writing all policies for $3,000 or less on 
nonmedical basis and the experience has 
been good. 


“Some Canadian 


Fine Conservation Service 


“Another feature of this company’s 
service is in sending salaried people 
from the head office to look up lapsed 
policyholders when every other method 
fails. The company was a pioneer in 
this respect. Our conservation record 
has been excellent as a result.” 

General Manager Ferguson on a 
swing through the central western states 
viewing insurance and financial condi- 
tions, which he declared were excellent. 
He said the Great West management 
was highly pleased with the class of 
business it draws from the United 
States. 


is 


Expect $100,000,000 Year 
Great West, organized in 
the Lllinois branch in 1923, 
North Dakota about 23 years 
ago and Minnesota and Michigan nine 
years ago. It operates only in these 
four American states. According to Mr. 
Ferguson the company is expected to 
have $600,000,000 insurance in force at 
the end of this year, and it is believed 
$100,000,000 will be written this year. 
The general manager talked on gen- 
eral progress and experience of the com- 
pany at the agency meeting, and Man- 
ager Milner acted as presiding officer at 
(CONTINUED ON NEXT PAGE) 
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EUGENE R. BUSS, JR. 


Two sons born in Travelers’ 
are in the lineup at Chicago in the life 
insurance department. Eugene R. Buss, 
Jr., is the son of Eugene R. Buss, Sr., 
assistant general agent for the casualty 


more than two years and ‘will be asso- 
ciated in the readjustment with Frank 
Wiglesworth as field assistant in the 
63rd street office. Mr. Wiglesworth 








Sun Life Completes Its 
Plans for British Field 


Reorganization of the British business 
of the Sun Life of Canada has been an- 
nounced by P. W. Ward, superintendent 
of agencies, who recently held an agency 


conference in Manchester, Eng., at 
which time the new plans were out- 
lined to the men in the field. The Lon- 
don office is to be made British head- 
quarters, taking charge of all English 
and Scotch offices and becoming an 
office of issue, with a complete staff in 
charge. H. O. Leach becomes British 
manager, succeeding J. F. Junkin, gen- 


eral manager for the United Kingdom; 


H. B. woe supervisor of agen- 
cies, and J. D. McBain, manager for 
Scotland. % M. Miller, now at the head 


becomes resident actu- 
G. Mackintosh, 


office in Canada, 
ary at London and W. 
also at the head office, goes to London 
as resident inspector of agencies. Mr. 
Leach, the new British manager, at 
present superintendent of agencies at the 
head office for United States business 
and has had charge of the extensive 
agency development in this country for 
some time. 


1s 


Research Department for Pan-American 

Dr. E. G. Simmons, vice-president and 
general manager of the Pan-American 
Life, announces the establishment of a 
research department in the home office 
for the purpose of analyzing agency 
statistics and to handle any special prob- 
lems of this nature affecting its agency 
organization. The work has been placed 
in charge of Charles Mesman, who has 
been with the Pan-American for 10 
years as Dr. Simmons’ secretary. His 
intimate knowledge of agency condi- 
tions makes Mr. Mesman particularly 
fitted for this type of work. 


Made Field Service Secretary 
James P. Ferguson has been ap- 
pointed secretary of the London Life’s 
field service department. Mr. Ferguson 
is well known as an advertising man and 
this year is secretary of the London 
Advertising & Sales Club. 
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WILLIAM H. KOLB, JR. 
was 
Louisville. 


formerly assistant manager at 
He has been in charge of 


| the Insurance Exchange agency room. 


lines at Cincinnati. Young Buss has 
been field assistant in the Insurance 
Exchange office of the Travelers for | 








William H. Kolb, Jr., is promoted from 
the field service division in the home 
office group department to group assist- 
ant in charge of detailed group opera- 
tions in Chicago. He is the son of the 
late William H. Kolb, who for many 
years was life insurance manager at 
Chicago and one of the veterans of the 
Travelers organization. 


Sen Office PT fines 
Up Record Sales in July 


The Penn Mutual's home  offce 
agency, John A. Stevenson, manager, 
paid for $3,136,913 in the largest July 
in the history of the agency, gaining 
$1,750,000 over July, 1928, which was 
$1,394,075. During the first seven 
months of 1929 the agency paid for $21,- 
272,339, gaining $4,500,000 over the first 
seven months of 1928. The home office 
agency has had five $3,000,000 months 
in its history, of which four were during 
1929. Mr. Stevenson’s New York City 
general agency now seven months 
old and has paid for 317 cases for $3,- 
298,262. In July it paid for 65 cases for 
692,200. 


1s 


Mutual Trust Shows Good Gain 


The Mutual Trust Life of Chicago 
shows a remarkable gain in written and 
examined business as well as paid-for 
business for the first six months of 1929 


as compared with the previous year. 
The average monthly gain of written 
and examined business is 20.1 percent 


and in paid-for business 38.6 percent. 
The company has worked out a special 
sales plan which visualizes the policy 
contracts of the company and its pro- 
visions. In addition to the sales plans 
furnished the agency force, which has 
been instrumental in helping them in 
their effort to increase production, the 
company has increased its dividends on 
average of approximately 40 percent. 

The Mutual Trust Life will hold its 
annual convention Sept. 5-7 at the 
Flanders hotel, Atlantic City. Approxi- 
mately 150 agents who are members of 
the Old Faithful Club of the Company 
will be in attendance. 





New Actuary of Gem City 


C. H. Menge of Detroit, University 
of Michigan actuarial course graduate 
of 1929, has been made actuary of the 
Gem City Life of Dayton, O. Mr. 
Menge has taken up his duties with the 
Dayton company. 
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DANGERS TO PUBLIC LISTE 


Acting Commissioner Strongly Oppo; 
to Attempt to “Obtain Control 
With No Expenditure” 








LINCOLN, NEB., Aug. 8.—<Actin; 
Commissioner Kizer, as head of { 
state bureau of securities, has denj 
permission to the Paramount Life 
Denver to sell stocks and bonds in X 
braska. This company is one of a ny 
ber organized in Colorado, where ther 


sky” laws, which propos 
capital to enter the |; 
business by selling stocks and bonk 
that are so worded they may be retir 
within 10 years, presumably out of uw. 
derwriting profits. 

Attorneys for the company 
is no question of the legality of this pr 


are no “blue 
to get enough 


say ther 


cedure under Colorado laws and the 
propose appeal to the courts to for 
recognition of their rights. 
Kizer Lists Objections 
Mr. Kizer lists 15 reasons why Ne 


braska can not give official recogniti 
to this plan of financing life companies 
Among them is a finding that the con. 
pany does not have sufficient assets, tha 
it issues only no-par stock and that par 
of the stock is nonvoting, two feature 
of modern finance denounced by Ne 
braska laws. Attention was also calk 
to the company title, which could } 
enlarged to permit insertion of the wi 
‘insurance” after sufficient 
been acquired through sale of bonds. 

The commissioner also disapprove 
and declared as absurd a provision th: 
cirectors would be permitted to offer 
stock for sale without giving tho 
already holding stock a chance to sw 
scribe for the new issue. It also pro 
hibited cumulative voting of _ stock 
required under Nebraska law. A cor 
mission of 20 percent for sale of secur- 
ties is also contrary to law, the Ne 
braska limit being 10 percent. 


assets 


Plan of Operations 
Every buyer of a bond is require 
under the company’s plan, to purchas 
five shares of stock. He must make: 
down payment of $150 on a $1,000 bor 
and $150 a year for five years. T! 
bond matures in 10 years, and from hs 
$1,000 there deducted the $250 tha 
the stock cost him. In other words 
the roganizers say, he gets the stock 
free with a payment of $750 in cas 
at the end of the 10-year period. 

The report shows the comripany 

sold 8,840 shares to seven incorporator 
at an average of $2.65 a share, and ie 
a total of $22,155. On this the pw 
chasers have paid $2,655 and given thet 
notes for the remainder. This stock * 
offered to the public at $50. A total 
49,000 shares have been given to thr 
persons, in payment for “prope 
which consists of insurance data, act 
arial tables, methods, forms and stat 
tics, for services in gathering this dat 
and for moneys furnished and to be pr 
vided in the future. 


Hold 49,000 Shares 


1s 








These three persons are J. W. Joh 
son, secretary and treasurer, who g 
20,000 shares; J. Kittrell, 20,000, a! 
J. I. Lisbor of Louis, 9,000 share: 
They have put up 24,500 shares as 
donated surplus to be sold and us 
for promoting purposes. 

a mg D. Brown president, @ 
i Johnson, 5 oe. Brow 
is . Grinter and C. L. Johnson a teach 

Johnson was ‘an insurance act 
ary be Minneapolis, who was for a tif 


St. 


1S 


with the Colorado Life company. He 
said his plan proposed elimination 
general and state agents, with renew 


eer 


commissions applying only at the 
and 10th year. These three, with J.! 
Kitrell, oil operator; M. L. kitre 











(CONTINUED ON NEXT PAGE) 
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August 9, 1929 


“Millionaires” 
Topics Listed 


Leading Producers’ Breakfast 
Will Again be Feature of Na- 
tional Association Meeting 





LEY, HOLCOMBE TO SPEAK 


Interesting Entertainment Features 


Also Announced for Washington 
Convention, Sept. 25-27 


George E, chairman of the 
Million Table of the Na- 
tional Association of Life Underwriters, 
announces the for the 
fast and conference at the Mayflower 
Hotel, Washington, D. C., at 8:30, Sept. 
%. The Million Dollar Round Table 
4s been an outstanding feature at the 
This the 
sommittee has set up a program of the 


Lackey, 
Dollar Round 


program break- 


last two conventions. year 


subjects which will be discussed. They 
are as follows: 
Tepics to Be Discussed 


1. What does it take to bring a man 
irom $250,000 to $1,000,000 annual pro- 
juction ? 

2, Corporation insurance. 

Partnership insurance. 

4. Audits. 

5. Cooperation with trust companies. 

6. Obtaining prospects in large cities. 

7. How to get examinations. 


8. Taxation (income and _inheri- 
tance). 

9. Imaginative appeal. 

10. Old wine in new bottles. (Tak- 


ng old life insurance payable in lump 
sums and setting up attractive optional 
ethods of settlement without cost.) 
11. Majoring one kind of policy. 
12. The most significant statements 
which have, in themselves, sold large 
olicies. 


Qualifications for Attendance 


While this conference is of particular 
nterest to the million dollar producers, 
t will also be helpful to the general 
‘onvention program, inasmuch as four 
i the group will be placed on the gen- 
eral program for 15-minute talks. This 
quartet to be chosen from the best talks 
lelivered at the breakfast. The qualifi- 
ations for attendance at the Million 
Dollar Round Table, and the conference 
iollowing, are: 


1. One million dollars or more of 
rdinary paid business in one or more 
companies in 1928. 

2. One million dollars or more of 
rdinary paid business in the last club 
year of the agent’s company. 

%. One million dollars or more of 
dinary paid business in one or more 
‘ompanies, from Jan. 1 to Sept. 25, 1929. 
The million dollar producers who ex- 


ect to attend this session are urged to 


otify M. L. Hoffman, assistant man- 
aging director, 11 West 42nd _ street, 
New York, at once. 


Ley and Holcombe to Speak 


_Harold A. Ley, president of the Life 
extension Institute of New York, has 
en added to the convention program, 
National Association of Life Underwrit- 
‘rs at Washington, D. C., speaking on 
“The Conservation of Human Life in 
he Era of the Second Hundred Billion.” 
Mr. Ley organized the Life Extension 
‘nstitute in 1913. Mr. Ley was for- 
merly connected with the Massachu- 
‘tts Mutual Life, starting as an office 
oy in the actuarial department. Then 
Ne went into the contracting business. 
John Marshall Holcombe, Jr., man- 
(CONTINUED ON PAGE 21) 





_THE NATIONAL 


UNDERWRI’ rE R 


Company Officials Give 
Views on Common Stocks 





There has been some discussion as 
the advisability of liberalizing the 
insurance investment laws in order 
allow companies to purchase com- 


to 
life 
to 


mon stocks that have maintained a divi- | 


dend record that is thoroughly satisfac- 
tory. THE NATIONAL 
queried a number of 
their views on this subject. 
the following symposium: 

Henry Moir, president of the 
States Life, says: 

“I have never quite appreciated the 
theory of the 
common stock, except to the extent that 


companies as 


It furnishes 


United 


such may fluctuate more in value than 
bonds with a tangible security behind 
them. You point out in your letter that 


a number of companies have lost money 
through foreclosure ef farm mortgages. 
You might have gone a little further 


: | National Life of 
UNDERWRITER has | 
to | 


always moved forward rather slowly. I 
believe that the conservatism of the 
various state legislatures is, after all, 
good thing.” 
President Fred A. Howland 
Vermont says: 
“While I do not believe the life insur- 
ance companies of the United States 
should will invest any considerable 
portion their funds in common 


the 


of 


or 
of 


stocks, yet I think it might be advisable 
| to give the companies more latitude to 
develop their investment policies. No 


legislators in prohibiting | 


and pointed out that a number of com- | 


panies are ‘now running the farms. They 
are engaged in farming. Therefore, they 
are the owners of securities more fluctu- 
ating than many common stocks, and 
subject to all the ups and downs of 
business not to speak of seasonal vaga- 


ries, bad weather and varying crop 
prices. 

“Intelligence and integrity are re- 
quired of life insurance directors. They 


should be obligated to publish details 
of the securities they hold and the in- 
vestments they make. Subject 
limitation, my judgment is that life in- 
surance directors should be left as much 
freedom as possible in the handling of 
the funds. Common stocks may be a 
good purchase at one time; bonds may 
be a good purchase at another, and 
according to the best principles of in- 
vestment a general diversification of 
interest is thought to be the part of 
greatest wisdom. 


Should Be No Speculation 


“There are one or two powerfui argu- 
ments in favor of common stocks. The 
best reason for them is probably that 
our monetary system based on the 
value of gold, and gold does not have a 
permanent and fixed value. The pur- 
chasing power of gold varies in long 
swings. Therefore, if a life company is 
limited in its purchases to fixed securi- 
ties, repayable in gold, it cannot do as 
well for its policyholders in times when 
the value of gold falls as it could if it 
had bought sound common = stocks 
which represent actual things of value. 

“In other words, the purchase of 
common stocks has the effect of pre- 
serving for policyholders a value more 
in harmony with the changes that take 
place in living conditions, and the pol- 
icyholders get the benefit through the 
policy dividends, especially in times 
when the purchasing value of gold has 
decreased. I would not, however, 
recommend a wide open power. Policy- 
holders’ funds should not be used for 
speculation, for promotion schemes, nor 
for the personal aims of any group 
which might happen to control a direc- 
torate. These were the real evils which 
brought about the present restrictions 
some 20 years ago, and prohibition is 
not the best way to cure an evil.” 

Dr. G. E. Decker, president of the 
Register Life: 

“This is a matter that has received a 
great deal of discussion and publicity 
recently. I find it difficult to come to a 
conclusion about the wisdom of making 
any great change in investment regula- 
tions. It is true that certain companies 
have shown remarkable results through 
investment in common stocks, and yet 
it seems that if all insurance companies 
had been empowered to invest their 
funds similarly it might have made a 


1s 


great difference, due to the large poten- 
tial market thus created. The regulation 
investment of 


of insurance funds has 


to this | 








restrictive legislation can protect a com- 
pany against making poor investments, 


and unsound investments, of course, 
may easily be made and yet be in com- 
pliance with quite rigid statutes. 
Three Safeguards 

‘The finance committee of a well or- 
ganized company could probably be 
given absolute freedom in making in- 
vestments without any hazard to the 


policyholders, while the most rigid limi- 
tations would not be adequate to safe- 
guard the investments of a poorly man- 
aged institution. To my mind the three 
safeguards of the company more impor- 
tant than restrictive legislation regard- 
ing investments are good management, 
adequate supervision and publicity.” 

Vice President Frank D. Kirven 
the Manhattan Life says: 

“While the experience of the life, the 
fire and the casualty companies invest- 
ing in common stocks may, in the ex- 
ceptional market conditions of the im- 
mediate past, have been profitable, nev- 
ertheless we feel that carefully selected 
real estate mortgage loans together with 
the bonds and other securities permitted 
by the insurance laws of New York 
state furnish the type of investments 
best suited to life insurance companies. 
These safeguards of the reserves of life 
companies should not be too greatly en- 
larged.” 


of 


Bankers National Life 


President R. R. Lounsbury 
Bankers National Life says: 

“It seems fairly apparent that the in- 
vestment laws passed by legislatures 
during the years up to very recently 
have failed to fully accomplish their 
purpose. That purpose undoubtedly was 
to guarantee, as fully as is possible, 
that life insurance funds would be in- 
vested in securities with a minimum 
possibility of loss. Some recent inves- 
tigation comparing the losses made in 
bonds as compared with the better 
grade common stocks has shown that 
there was less net loss in a well diver- 
sified investment in common _ stocks 
than in a list of those bonds which were, 
at the time of investment, considered 
to be the very highest grade of security. 
Investments in farm and city mortgages 
and real estate for home office purposes 
have also shown some very unsatisfac- 
tory returns, 

“It is possible that the reason for 
losses in bonds and in mortgages lies 
in the tremendous volume of funds 
which insurance companies have had to 
invest. If the investments of insurance 
companies could always be placed in 
the hands of men with investment abil- 
ity and absolute integrity, it is my feel- 
ing that very wide latitude could safely 
be given for such investments. I do 
not know how it could be made legally 
necessary for a company to put its in- 
vestments in such hands. Therefore, it 
may be necessary to put certain limita- 
tions on the types of investments to be 
made, and on the amounts or percent- 
ages of each type. At the present time, 
many of the companies find themselves 
rather seriously handicapped by present 
laws in trying to find investments which 
are legal and at the same time safe and 
remunerative.” 


of the 











Coast Not Sewed 
Up by Big Bank 


Phillips-Cochran 
Strong Factor in Pacific In- 


Group Proves 


surance Business 


MANY MERGER RUMORS 


Usefulness 
to Agents and Companies Reported 
Not to Have 


Pancamerica Corporation’s 


Been Proved 





BY EE. J. WOHLGEMUTH 

LOS ANGELES, Aug. 8 
no doubt that the Bank of 
the holding company 
america, has thrown 
California and the 
ing the impression 
strongest can survive and that mergers 
are to be the order of the day in all 
business for some time to come. 

The Bancamerica Corporation state- 
ment will, it said, show 1% billions 
of assets, which is a considerably-sized 
chunk of money even for New York, 
let alone California. 


Chere is 
Italy, or as 
is called, the Banc- 
a sort of pall over 
Pacific Coast, leav- 
that only the 


1s 


Merger Rumors Current 


rumors can be heard on the 
coast, as elsewhere, of almost every 
tenor and life insurance has not escaped. 
The success of the so-called Pacific Mu- 
tual group, now coming to be known as 


Merger 


the Phillips-Cochran group, named after 
Lee K. Phillips, vice-president and 
George I. Cochran, president of the 
aciic Mutual Life, respectively, who 
control very large interests both within 
and outside the insurance business in 
California, has fostered the idea that 


several of the smaller Pacific Coast life 
companies ought to get together and 
form one large one. 

It can be said that there is very 
that tangible along this line. The 
Bank of Italy assumed to have an 
interest in most financial transactions 
on the coast and no doubt has some idea 
of entering the insurance business with 
its own company. 

Bank Deal Not Profitable 


little 
is 


1s 


It has not been proved that it can 
be of much value in securing business 
Companies and agents that entered into 
arrangements with it or some of its 
banks have not secured much business. 
Probably the attitude of insurance 
agents has had as much as anything to 
do with the growing sentiment against 
the bank that is becoming noticeable. 
It of course the greatest financial 
power in the state. 

Its nearest rival is the “Phillips-Coch- 
ran” group in southern California. One 
San Francisco paper made the statement 
in its financial column the other day: 
“In San Francisco it’s the Bancamerica 
Corporation; in Los Angeles it’s the Pa- 
cific Mutual group.” 

This does not exactly mean the Pacific 
Mutual Life, in fact the tendency is to 
set the Pacific Mutual more distinctly 
apart from the Phillips-Cochran group 
of enterprises than to make it the hub 
or center. Vice-President Lee K, Phil- 
lips is regarded in Los Angeles as a 
financial genius. Everything he pro- 
motes or organizes seems to succeed; 
and he is responsible in one way or 
another for about 20 of the larger en- 
terprises of the state. 


A Few of His Works 
Some of these are the Pacific Finance 


is 


Company, the Pacific Indemnity, Pacific 
National Fire, the Consolidated Steel, 


the Gladding-McBean Company, pot- 
tery manufacturers; the Elliott-Thorn 
Company, to mention only a few. 
Carl M. Hansen, head of the Inter- 
national Reinsurance, is the head of his 
(CONTINUED ON PAGE 21) 
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Grenne A. Martin Wins Post 
with Continental American 


Is AGENCY VWICE-PRESIDENT 


Leaves Important Travelers Position in 
New York After Connection of 


19 Years 
The Continental American Life of 
Wilmington, Del.¢ announces appoint- 


ment of George A. Martin as agency 
vice-president. 

Mr. Martin was educated at Phillips 
Exeter Academy and the University of 
Maine and has had an wnusually well- 
rounded and successful experience with 
the Travelers. Starting in the comp- 
troller’s department in 1910, he was 
shortly sent to Springfield, Mass., as 
branch office cashier. 

From there he was transferred to 
Cleveland as special agent, and _ suc- 
cessively became an assistant manager 
and then manager of the Cleveland 
branch, which he built up from a pro- 
duction of less than $3,000,000 a year to 
more than $12,000,000. He was then 
made a supervisor of special life lines 
and sent to New York City to intro- 
duce the salary allotment plan in the 
metropolitan area, more than $25,000,000 
of such ‘business being produced. 

Finally, Mr. Martin became a member 
of the home office agency staff in 
charge of general agency operations in 
New York City, a position which he 
has since held until his assciation with 
the Continental American. 


John W. O'Leary Will 
Be the Chief Speaker 


The Illinois Life will have as its main 
speaker at its $100,000 Club convention 
at the home office Aug. 29, John W. 
O'Leary, president of the National Bank 
of the Republic and the Chicago Trust 
Company at Chicago, who was twice 
president of the United States Chamber 
of Commerce. He is an Illinois Life 
policyholder, being insured for the maxi- 
mum amount. Other speakers will be 
Ira Miller of the northeastern Illinois 
agency, George L. Mott of Michigan, 
H. F. Coonrod of the southwestern de- 
partment, R. H. Riggs of the south- 
western department and A. P. Griffin 
of Georgia. 


OPEN KANSAS CITY BRANCH 
Sun Life Has Appointed V. Wedner 
Wiedman as Manager of the 
New District 





V. Wedner Wiedman, assistant man- 
ager of the Sun Life of Canada for 
western ashington, has been appointed 
manager of the Kansas City, Mo., 
branch which is to be opened the 
middle of September. The Kansas City 
territory is now being covered by St. 
Louis. It will include western Missouri 
and eastern Kansas. Mr. Wiedmann 
started in life insurance with the Equi- 
table Life of New York and later was 
made field assistant in Washington. 
Later he was appointed assistant agency 
director for western Washington having 
headquarters in Seattle. In 1927 he be- 
came manager of the Seattle branch of 
the Western Union Life, holding this 
position until the company was _ pur- 
chased by the Sun Life. 


HAS RAPID GROWTH DURING 
SLACK INTERVAL IN ILLINOIS 
(CONT’D FROM” PRECEDING PAGE) 
the sessions and toastmaster at the 
luncheon. Round table discussions were 
held. . Two district managers attended, 
H. F. Bennyhoff of Decatur and Roy 
Hall ‘of Carbondale. In addition, 15 
agents qualified ‘and attended with min- 








Resourceful Methods Were Used 








Ed Melin is a producer for the Mis- 
souri State Life in Virginia, Minn., and 
when it comes to getting interviews, he 
uses an original method which, so far, 
has never failed. Mr. Melin’s prospects 
are hard workers, and have little time 
to spend in idle conversation, so that 
when he does gain a few miriutes time 
with them, he has to talk fast and con- 
vincingly. Two recent examples of his 
method are recorded. 

“I had written a policy on a farmer 
living several miles out of Virginia, and 
with a friend drove out to deliver the 
policy. While talking to my policy- 
holder, I was introduced to his brother, 
Eric Sorensen. Finding that his brother 
was without insurance protection of any 
kind, I immediately asked for an oppor- 
tunity to explain the benefits of insur- 
ance, but found my prospect was plan- 
ning to attend a ball game that after- 
noon, and was working hard to get his 
hay hauled in time to go. As this ball 
game was a gala event in his life, and 


as the hay had to be gotten in before 
he could go, nothing I said could con- 
vince him that he had any time to 
spare. Finally, I said, 
Promised to Pitch Hay 

“Mr. Sorensen, you give me 20 
minutes of your time, and I’ll pitch hay 
in return so you can go to the ball 
game.” “Well, now, that’s a _ fair 
cnough proposition,” he replied, “I'll 


take you up on that.” 

“So for twenty minutes I talked in- 
surance, and in the end had his applica- 
tion for a $2,500 policy, and after 
promising to pitch hay until it was all 
in, I got his consent to return to town 


with my friend and have a medical ex- 
amination that afternoon before the 
game. The rest of the afternoon I spent 
pitching hay, and although my muscles 
were plenty sore next day, I considered 
myself amply repaid. A few days later, 
when I delivered this policy, Sorensen 
remarked, “Son, that was an interesting 
game the other day, but I couldn't for- 
get you out here pitching hay. I reckon 
you got the worst end of this deal.” 
But I had other ideas as to that. 


Method Used with Teachers 


“A short time later I sold two school 
teachers who thought they didn’t have 
time to talk, by using the same method 
in gaining an interview. These teachers 
were busy getting ready for an exhibit, 
and each declared she didn't have time 
to talk insurance, but when I offered to 
assist in the preparations in return for a 
few minutes of their time, they accepted 
my proposition, and I spent several 
hours wielding the hammer, saw, and 
other tools necessary in the construction 
of booths. After the exhibit was com- 
plete, I spent thirty minutes presenting 
my insurance plan, and left with an ap- 
plication from each of the ladies for a 
$1,000 policy. 

“Where work is a deterring factor in 
gaining interviews, I find that prospects 
are usually willing to make a bargain— 
so much of my time in exchange for so 
much of their's. And after I have paid 
my part of the bargain, it is seldom that 
I fail to obtain a signed application. 
They figure that if a thing is worth actu- 
ally working for, it must be pretty 
good.” 








Program for Old Line 
Life Meeting Announced 


The program for the annual agency 
rally of the Old Line Life at Milwau- 
kee Aug. 27-29 has been announced. It 
will open with a general agents’ lunch- 
con Aug. 27. That afternoon a business 
meeting of general agents will be held 
with President Rupert F. Fry as chair- 


man. H. G. Kenagy of the Life Insur- 
ance Sales Research Bureau will speak 
on “Agency Training,” followed by a 


general discussion among the agents. A 
“Whoopee Party” is scheduled for the 
Star Leaders’ Club that evening. N. G 
Hartberg will be master of ceremonies. 
\ugust 28 will be devoted to recrea- 
tion features at Lakeside, a_ baseball 
game between members of the Tollic 
Club and Cillot Club will be a feature 
of the morning, with a dinner and thea- 
tre party in Milwaukee in the evening. 
Mansur B. Oakes will speak Aug. 28 
on monthly income insurance, “The 
Fund That Never Fails.” President Fry 
will preside at the meeting and intro- 
duce the speakers. A. M. William 
Lachenmaier, well known physical cul- 
turist of Milwaukee, will speak on 
“Keeping Fit.” In the afternoon Secre- 
tary John E. Reilly will be chairman. 
Mr. Oakes will speak again on “Going 
Somewhere and Getting There.” 


R. W. Fowler Resigns 


SAN FRANCISCO, Aug. 8.—Robert 
W. Fowler, general agent of the Lincoln 
National Life at San Francisco since 
1924, has resigned to engage in personal 


production for the company in this 
territory. No successor has been ap- 
pointed and Fred W. Gale, superin- 


tendent of agenies for the Pacific Coast 
is in charge of the office. Before going 
to San Francisco Mr. Fowler was 
general agent of the Home Office 
Agency of the company at Fort Wayne 
and prior to that superintendent of 
agencies at the home office. 








imum production of $12,000 of business 
written and paid for in July. 





Lincoln National Lists 
Valuable References 





As a means of facilitating business re- 
search and increasing interest in insur- 
ance study, the library of the Lincoln 
National Life has issued a 24-page cata- 
logue containing a list of the books 
installed. In addition to the title, the 
author and the call number of the vol- 
ume is also published. 

The catalogue is in two main parts; 
the first listing the actual volumes held, 
each catalogued under a separate sub- 
head for ease in reference; the second 
listing the magazines and periodicals 
regularly in the library. The catalogue 
is included with a special section ex- 
plaining the general information file 
maintained in which clippings, pamph- 
lets, etc., on any subject relating to in- 
surance may be found. 


William Fox Carries 
Large Accident Line 


William Fox, prominent motion pic- 
ture magnate, who had a narrow escape 
from ‘death in an automobile accident 
recently, carried a $60,000 accident in- 
surance policy which is now paying him 
$200 a week indemnity, in the Union In- 
demnity. He also carries $6,400,000 in life 
insurance, much of it with a double in- 
demnity benefit for death by accident, 
showing that he is a firm believer in 
accident insurane. Mr. Fox was seri- 
ously injured in the auto collision and 
concern was felt for his life. He is now 
on the road to recovery. In the same 
accident his chauffeur was killed. 


Todd Is Supervisor 


F. Phelps Todd has been elected 
supervisor of the Provident Mutual to 
succeed the late J. Smith Hart. Mr. 
Todd is a graduate of the University 
of Pennsylvania, who entered the Provi- 
dent in 1921 as a member of the super- 
visor’s department. In June, 1924, he 
Was appointed assistant supervisor. 





Ohio Superintendent Gives 
Ruling on Twisting Term 


CONTRARY TO STATE LAwWs 


Treatment No Different Than With 
Other Forms—Heavy Fine and 
a Jail Sentence 


Term insurance comes within the ip. 
tention of the Ohio anti-twisting law, a 
well as all other serge of life insur. 
ance, Superintendent C. Younger has 
ruled. The ruling followed receipt of a 
number of requests for interpretation 
whether term insurance was considered 
“open” or “closed” business. 

Superintendent Younger emphasized 
the provisions of the law affecting pup. 
ishment in case of conviction of twisti ng 
the minimum fine being $100, maximuy 
$500, and an alternative being the in. 


position of a jail sentence of three days 
in lieu of the fine or both fine and jail 
sentence. His ruling in part was: 
vuumnes the Law 
This section (13171 of. the veneral 


code) provides that whoever for himself 
or as an officer, director, agent, solicitor 
or representative of any insurance con: 
pany, issues or circulates or causes or 
permits to be issued or circulated any 
estimate, illustration, circular or state. 
ment of any sort misrepresenting the 
terms of the policies or policy issued or 
to be issued by such company or the 
benefits or advantages promised thereb 
or the dividends or shares or surplus t 
be received thereon, or uses any name 
or title of policy misrepresenting th 
true nature thereof, or makes, circulates 
or uses, or causes to be made, circulated 
or used, any illustration, circular o 
statement, whether written or oral, mis 
representing the terms of any polic 
issued by any such corporation, or the 
benefits or advantages promised thereby 
or any misleading estimate of the div: 
dends or shares or surplus to be received 
therefrom, or makes any misleading 

representation or incomplete compariso 

of policies or certificates of insurance 
to any person insured in any such cor 
poration for the purpose of inducing o 


tending to induce such person to laps 
forfeit or surrender his said insurance 
shall be guilty of a misdemeanor. 
Must Pay All Costs 

Upon conviction he shall be fined o 
imprisoned in jail, of the county not 
exceeding 30 days, or both, at the dis 
cretion of the court, and shall pay th 
costs of prosecution; and the superir- 


tendent is required to revoke thie licens 
of the person, firm or corporation, not 
to exceed one year. 

“Under these circumstances, it is als 
the duty of the superintendent when 
he is of the opinion that any compat! 
writing in Ohio, on any plan, s know: 
ingly permitting any of its ag rents 1 
violate the provisions of this statutor 


requirement, to give such company ret 
’ id 

sonable notice of a hearing, and, if sai 

company is found guilty of said i 


he is required to © revoke it its teen 


Nebraska Rita | Permit 
for Old Colorado Compan} 


(CONT'D FROM PRECEDING PAGE) 
housewife; George Thoresen, and ]® 
Austin, housewife, make up the & 
rectorate. a 
In conclusion the commissioner Mme 
that the plan contemplates the org@ 
ization of the company at the risk ? 
to obta 


expense of the public and also n 
a majority ownership and control w# 


no expenditure of money. 


Lehman Joins Detroit Life 


A. Thomas Lehman, who wa: actwat 
of the Standard Life of Pittsburgh, bss 
joined the Detroit Life in a 
capacity. He is a graduate 
versity of Michigan. 
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ALBERT M. JOHNSON, Chairman ROBERT D. LAY, President 


National Life Insurance Company 
of The United States of America 


Established 1868 


Your Future 


Your present success is due to your present efforts—your 
future success is due to your present foresight. When you 
look ahead, you realize the importance of certain factors 
essential to your success in the years to come. 

Your company must be of an AGE and SIZE to assure 
stability, and yet not so old that it is aged, and not so large 
that the personal touch has faded into an impersonal rela- 
tionship inevitable with a personnel so extensive that the 
INDIVIDUAL is submerged in the MASS. 

THE NATIONAL LIFE INSURANCE CO. OF THE UNITED 
STATES OF AMERICA, organized in 1868, with assets of 
$60,000,000, and Insurance in force of $300,000,000 fur- 
nishes a Company background which assures immediate 
success and a future dependent entirely upon your own 
individual efforts. 

The Company issues all standard forms of policies— 
Accident and Health Insurance in connection with Life— 
Sub-standard — Non-Medical— it is a Company with just 
what you wish for to enable you to do your utmost. 

There are one or two openings for men of Agency 
Manager calibre in desirable territory. If you are making 
good now and looking ahead this is an institution to which 
you should make known your talents, hopes and ambitions. 


Address: Walter E. Webb, Vice-President, 
29 So. La Salle St. 
Chicago, Illinois. 
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Sew York Agencies 


Slow Up in July 





NEW YORK, Aug. 8.—Sharp 
creases in life insurance production were 
reported in several of the leading New 
York offices for July, 
up good increases, 
ing the losses. On the whole, 
it appears that July, as June, showed 
a recession from the boom production 
of the early months of the year. The 
year to date totals are still well ahead 


de- 


though some ran 
somewhat discount- 
however, 


of last year and there is every prospect | 


| with a total of $3,269,272 in July despite 


that 1929 will close well ahead of 1928, absence of a number of men on the 


some 


even 
months will see a return to the spring | 


this comparing with 
The year to date 


that the fall | agency convention, 


$3,413,260 last July. 


predicting 


boom. | total was $26,618,241, compared with 
Ives & Myrick Lead | $23,313,735 last year. 

The leader for the month in New| 3eers & DeLong of the Mutual Bene- 

York was the Ives & Myrick agency | fit were third with a paid for business 

of the Mutual Life of New York, which | in July of $3,057,000, not far from double 


paid 


the 


for $3,698,125, as compared with | 
$4,063,948 last July, 
of $30,501,716 comparing with $28,107,- | 
971 for the 
Charles B. 
Union 


the total of $1,752,050 last July. This 
brought the year to date total to $19,- 
575,400, compared with $18,350,351 last 
first seven months of 1928.| year. 

Knight, general agent for | J. C. McNamara, general agent 
Central Life, was second,} the Guardian Life in New York, 


its year to date total | 


for 
was 





LITTLE STORIES FROM , 
GREAT INSURANCE 


INSTITUTI 


from home. 








Seattle policyholder, 
motoring across country, injured a pedestrian at 
Evanston, Ill. Arrested and held in bonds of $1,000, 
she faced the prospect of spending the night in a 
cell—until Continental service came to her rescue. 


Telephoning the Home Offices in Chicago, nine 
miles away, she explained her predicament. It was 
then past 5 P. M., well after the closing hour. How- 
ever, an official of the Surety Department journeyed 
immediately to Evanston where he signed the bonds 


necessary to procure her release. 


This incident is not unusual, but is selected from 
similar examples as typical of the intelligent and 
cooperative service rendered by Continental in the 
course of each day’s business. Had this assured suf- 
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The card that puts na- 
tion-wide service at the 
disposal of the Continen- 
tal policyholder. 
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Released within a short 
time through Continental 
Service, 


Companies. Every official and employee is in con- 
stant readiness to give unselfishly and unlimitedly 
of time and effort in promoting the welfare of pol- 
icyholders and field representatives. Full, unstint- 
ing cooperation is the rule rather than the exception 
in transacting business the Continental way. 


fered a similar mishap in any part of the United 


States she could have secured the same service from 
the nearest Continental representative through her 


Policyholder’s identification card. 


Care for the interests of assureds and fieldmen is a 
primary principle in the operation of the Continental 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


Chicago Illinois 





HELPING AGENTS SELL 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY OF FORT WAYNE, IND. 








next with $3,025,200, 


$3,206,000 last July. The year to dy 


tot: al is $13,633,849. 
Big Gain for Year 
R. H. Keffer, general agent for 4 


Aetna Life, paid for $2,882,600 in Jy 
compared with $3,198,757 last July. To; 
business for the year to date is 
491,108, compared with $18,951,122 
year, a gain for the seven months 
$5,539,986. 

J. Elliott Hall, general agent for ; 
Penn Mutual Life, reported a Jul 
of $2,849,860, compared with $2, 
last July, its year to date total of $2 


+ 


1928 and for the first seven months 9 


the seven months of nearly $4,000,009 
The Keane-Patterson agency of t 
for the year to date of nearly $5,000,0m 


last year $5,557,688. 


Andrew Kakayonnis, uptown ordinar 


New England Proves Fine 
Field For Life Companie 





BOSTON, Aug. 8.—Gains in life in- 
surance in force from 5.94 percent t 
12 percent have been reported in Nes 
England for the first six months of 192 
The outstanding company in new insu 
ance written was the John Hancod 
Mutual of Boston, with $70,000,000 x 
Massachusetts alone during the period 
This is a new high record for the con: 
pany in its own state. 

On Dec. 31, last, the John Hancock 
reported to the state department $620; 
000,000 insurance in force on over 900; 
000 policyholders. Policy payments & 
Massachusetts since organization, at 
over $135,000,000. It also had favorabk 
experience in all New England state 
during the first six months. 

Other Companies Expand 


Another New England company tt 
ports that its issued business for th 
first six months shows a gain of 10.2 
percent over the same period of 1928, its 
paid for business, a gain of 7.65 per 
cent, and a gain in insurance in fort 
of 5.94 percent. Still another compaty 
shows a gain in paid for business & 
6 percent as compared with the first su 
months of 1928. 

It is generally reported throughov 
New England that July has shown » 
well and that production is about equé 
to that for July, 1928, so that substar 
tial gain is generally expected in writte 
and paid for business during the la 
half year. 


Considers Rise Unusual 


Interesting comment is made by! 
prominent home office man who sai 
that statistics for the first six montli 
indicate life companies throughout th 
country more than held their own ove 
a similar period of 1928, which he co 
sidered extraordinary because of tr 
mendous increases made of late yeat 
He said it appears that the time mv 
soon arrive when companies will dr0 
off in volume. 

No unusual cases were reported wrt 
ten in New England during the first % 
months of 1929. General agents it 
that it is a little more difficult to st 
business this year but that plenty ® 
hard work on the part of the agent Ww" 
overcome the general low ebb of bu 
ness conditions and result in fair volum 


Graham C. Welis, New York City s& 
eral agent of the Provident Mutual Lift 








has gone to Europe on a vacation tr? 


compared wit 





833,077 being $2,500,000 ahead of las 
year’s total of $21,359,440 for the { 
seven ——. 

The P. Fraser agency of the Con 
necticut thet Life paid for $2,116,839 
in July as against $1,440,780 in Jul 


the year it paid for $18,581,050, com. 
pared with $14,881,400 in 1928, a gain j; 


Massachusetts Mutual Life shows a gaiy 


its total this year being $13,155,158 an/ 





general agent for the Prudential, ha 
another $1,000,000 month, paying fr 
$1,358,500 in July. This is the thir 
$1,000,000 month in succession, thoug 
the agency was opened only last yea 
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Senathon Sprung in Suit 
Against Old Colony Life 


PHOSPHATE DEPOSIT FOUND 





Company’s Counsel Claims Whole Com- 
plexion of Department’s Insolvency 
Charge Is Changed 





At the hearing before the master in 
chancery in Chicago in connection with 
yaluation assets of the Old Colony Life 
of that city, it developed that there are 
phosphate deposits on its Florida land 
in Hardee and Polk counties. Hugh 
Wear of Barstow, Fla., expert in phos- 
phate mining, testified that he had com- 
pleted tests of 2,000 acres of Old Colony 
Life land in which he declares phos- 
phate undoubtedly is located. He valued 
this property at $1,000,000, stating that 
he could complete a sale of the land at 
that price within six months. 

W. C. Walker, a chemist, who is asso- 
ciated with Mr. Wear, confirmed his 
testimony. There is a phosphate mining 
company working on land adjoining that 
owned by the Old Colony Life. The 
Old Colony Life held a mortgage of 
$695,000 on 7,760 acres and took over 
the property when a Polkainia corpor- 
ation defaulted on interest. 


State’s Attorney Interested 


The director of trade and commerce 
of Illinois declares in his petition for a 
receiver that the Old Colony Life shows 
a deficit of $500,000. Karl Swanberg, 
assistant state’s attorney of Cook 
county, was present at some of the hear- 
ings taking notes. His attention it is 
claimed was due to complaints of cer- 
tain stockholders made to  State’s 
Attorney Swanson on some transactions. 
L. A. Glover, consulting actuary, valued 
the insurance in force at from $18 to 
$25 a thousand. 

Attorneys for the Old Colony de- 
clared this week that the showing made 
on value of the Florida land, the home 
ofice and all other points completely 
refuted the department’s claim of in- 
solvency and left the Old Colony at 
least $400,000 out of debt under the 
department’s own basis of figuring. 


File Amended Answer 


An amended answer filed Monday by 
Old Colony counsel denied that the 
company and its stock are impaired 
$480,362 as claimed by the department 
and insisted that a net unassigned sur- 
plus of $2,164,007 exists in addition to 
the capital stock. 

It was pointed out that the company 
carried its Florida land at $350,000 in its 
last annual statement, a valuation which 
was reduced by the department to 
$149,000, but that the increase in value 
due to the phosphate deposit found on 
only 2,000 acres of the 7,760 acres owned 
in Florida more than makes the com- 
pany solvent. 

The amended answer admitted that 
the reserve requirements of last Dec. 
31 were $4,290,925 and that the reserve 
requirements on reinsurance carried in 
other companies were $40,201.67, and 
also admitted that liability which had 
been left to accumulate and dividends 
apportioned among _ other liabilities 
amounted to $64,628. It was insisted 
that the surplus had increased since the 
end of last year. 

Gross assets of $6,658,647 were 

claimed counting in the $700,000 cash 

market value of policies in force which 
the state department refuses to recog- 
nize. Total ledger assets were set at 

*4,619,008, total interest and rents due 
and accrued at $10,390, market value 
k real estate over book value at $1,343,- 
| 996 and uncollected and deferred pre- 
»™iums at $149,905. 

Against the gross assets were set lia- 
 Dilities of $4,565,087 excluding capital, 
) °*6,551 capital paid up and $2,164,007 
} “Nassigned funds, or surplus. 

he answer denied that the total ad- 





® Mtted assets as of Dec. 31 last were 








Entire Office Force 


Is Now on Vacation 





The American Insurance Union, 
the fraternal of Columbus, O., 
adopts a novel plan for its vaca- 
tion period. It closes its office 
for two weeks during August 
when the entire force goes on a 
vacation. This is an annual cus- 
tom, the management feeling that 
the most logical method for a big 
organization to follow is to have 
all its people away on a vacation 
at the same time. This year the 
offices are closed from August 
3 to August 19. 











Argentine Company Has 
Joined Research Bureau 





NEW YORK, Aug. 8.—La Conti- 
nental of Buenos Aires, Argentine, has 
become a member of the Life Insurance 
Sales Research Bureau, the first South 
American life company to join this or- 
ganization. Luis de Francesco, formerly 
a successful agent and now agency di- 
rector of the Argentine company, has 
been in this country studying life under- 
writing in the United States and for 
three weeks studied at the research 
bureau’s headquarters. He became so 
interested in its sales development work 
that he immediately sought membership 
for his company, that the South Ameri- 
can organization might benefit and par- 
ticipate in this work. 

For six months Mr. de Francesco 
studied at the University of New York 
and investigated the practices of indi- 
vidual companies. As the representative 
of the second largest South American 
company, with $20,000,000 in force, he 
divided his time between the study of 
operating plans in this country and con- 
sultation on the particular problems of 
his own company. In leaving, he said 
that he believed the research bureau 
had been of more help than any other 
source and it offered the best available 
information on the methods of all com- 
panies. 


Names Committee Heads 


Committee chairman for the coming 
year have been announced by John C. 
McNamara, Jr., general agent for the 
Guardian Life and president of the New 
York association, as follows: Business 
conduct, Arthur P. Woodward, Con- 
necticut General; sales congress and 
banquet, Robert L. Jones, State Mutual; 
New York University, E. J. Sisley, 
Travelers; budget, Harry E. Morrow, 
Penn Mutual; national convention, J. P. 
W. Harty, Mutual Life; law and legis- 
lation, Julian S. Myrick, Mutual Life; 
bulletin, Frank J. Mulligan, Guardian 
Life; entertainment, P. M. Fraser, Con- 
necticut Mutual; underwriting fund, 
William R. Collins, Travelers; coopera- 
tion with trust companies, Graham C. 
Wells, Provident Mutual; conservation 
committee, Walter E. Barton, Union 
Central; endowment fund, W. F. Atkin- 
son, Northwestern Mutual; publicity, 
Mervin L. Lane, Home Life; reception, 
James P. Graham, Jr., Aetna; company 
relations, George A. Kederich, New 
York Life; complaint, Russell M. 
Simons, Home Life. The membership 
committee chairmanship was not an- 
nounced, being reserved for later special 
announcement. 








only $4,209,276, but holds that they were 
$7,000,000, carried in investments that 
comply with Illinois law. It was 
claimed that the capital was intact and 
unimpaired, but the company admitted 
the capital was only $126,551. 


Brooklyn National Joins 


The Brooklyn National Life has been 
admitted to membership in the Amer- 
ican Life Convention. It operates in 
New York and New Jersey. 
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New York Life 


Directors 


The success of any Company is primarily a matter of 


management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT..... Director Valentine & Co. 


I Rs a Manufacturer 
ns en eaweeuw een Textiles 
CORNELIUS N. BLISS......... Commission Dry Goods 
MORTIMER N. BUCKNER ~~ ; Soe) Sew 
THOMAS A. BUCKNER................ Vice-President 
NICHOLAS MURRAY BUTLER | Pres’t Columbia Uni- 
l versity 
CALVIN COOLIDGE { Former President of the United 
l States 
GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 
WALTER W. HEAD...... Pres’t State Bank of Chicago 
CHARLES D. HILLES.............. Insurance Manager 
ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 
WILLARD V. KING { Chairman Advisory Board, Irving 
Trust Co. 
DARWIN P. KINGGLEEY ........sccccsccecess President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
BE i, GI oon occiceccccsacecccceeces Lawyer 
GERRISH H. MILLIKEN...... Deering, Milliken & Co. 


FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL j Fleming H. Revell Co., Pub- 
l lishers 


Chairman of Executive 

Committee, Continental IIli- 

) nois Bank & Trust Co., 
Chicago 


HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS..... , ay Was & So. Dey Geode 


GEORGE M. REYNOLDS 





NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY. President 
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Brings Home Bacon 





Life salesmen who do not believe in 
using literature to sell policies should 
read this story. About a year ago R. C. 
Stratton, Business Men’s Asstirance 
representative in Salt Lake, used one of 
the company’s proposals, advertising its 
“all-ways” policy. The proposal was 
apparently thrown away by the pros- 
pect. It lay in a street, trampled by the 
crowd, rained on, and bleached by the 
sun—forgotten. e 


| 
| 


| 


J. P. Odell of Salt Lake, who casually 


picked it up as he was walking down 
the street. He looked it over, became 
interested and took it home so that his 
wife should see it. He folded it up, 
placed it in a shirt pocket and forgot 
all about it. 

When wash day came the shirt went 
into the suds along with the proposal. 
Through washer, boiler, rinse water and 
wringer it went. When the shirt was 
being hung on the line Mrs. Odell no- 
ticed it. Thinking it possibly might be 
a letter or $5 bill, she pulled it out, 
wet, bedraggled, torn and twisted by 
the wringer. She, too, found it inter- 


One day it caught the attention of | esting and different, and called it to Mr. 


Odell’s attention when he came home. 
They sat down, talked it over, and be- 
cause Mr. Stratton’s name, address and 
telephone number were on the proposal 
they called him up and asked if he 
would go and explain the policy. Would 
he? Next morning he had a smile on 
his face and a $2,000 application in his 
pocket. 


The Monarch Life of Springfield, Mass., 


has been licensed in Virginia. 


For only $2 a year you can receive 
twelve issues of The Accident & Health 
Review, the only publication exclusively 
covering the accident and health field. 
175 West Jackson boulevard, Chicago. 











AGAIN WE DID IT! 


JuLy has come and gone, but not without MUTUAL TRUST show- 
ing a gain in both written and paid business, making the seventh con- 
secutive month, as is shown by the charts below: 








Written Business 


Paid Business 
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AVERAGE 





MONTHLY GAIN 20.6% 








AVERAGE 
MONTHLY GAIN 35.9% 











quest. 





Repeated increases in business such as these do not happen of their own 
accord. There is a reason for any form of progress. 
sons for the progress this Company is making are embodied in a folder 
“Driving Home the Facts,” a copy of which will be furnished you on re- 


CARL A. PETERSON, Vice-President 


Matual Trust 


LIFE INSURANCE COMPANY 


Edwin A Olson, President 


CHICAGO 






ILLINOIS 


Some of the rea- 








As Faithful as 





OLD FAITHFUL” 
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AGENCY MANAGERS FOR 





PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 


KANSAS———-KENTUCK Y—— MICHIGAN-—-MINNESOTA ——MISSOURI 


“‘INDEPENDENCE FOR DEPENDENTS’? 


Request details for our remunerative contracts for 





VNIIOUVD HLYON 


S. W. GOSS, Vice-President 





TENNESSEE———-VIRGINIA——— WASHINGTON——— WEST VIRGINIA——-NEBRASKA 





Southern Merges Identity 
in Citizens of Huntsvill, 





J. F. LITTLE ASSUMES CONTRO) 





Old Officers of Nashville Company Ay 
Left Out of Reorganization 
by Stockholders 





Merger of the Southern of Nashvilk 
and the Citizens Life of Huntsville, Al, 
ratified by stock. 


new company, was 
holders of the Southern last Friday 
More than $3,000,000 is involved in th 


transaction, which went into effect Jy 
23. The combined companies will bear 


the title of the Citizens Life. 
Stock in the Citizens will be issued 


share for share to stockholders of ¢) 
Nashville company. _ 
The main office will be located x 


Huntsville, but a branch office will | 
in Nashville. J. F. Little, president of 
the Citizens, will remain president 
the merged companies. None 
officials of the Southern are connect 
with the new organization. 

Russel E. Sharp has been president ; 
the Southern, having assumed that pos 
in 1927 when there was a change j 
management. 

Finances of Companies 


ot the 


Life insurance amounting to $21,000- 
000 is in force in the Citizens, as conm- 
pared with $16,000,000 in the Souther 
Total assets of the Southern were listed 
at $1,444,496 and the Citizens wer 
placed at approximately $1,600,000. 

On account of the frozen conditio 
of real estate holdings of the Nashvilk 


company it was decided that to protect 
stockholders a merger would be neces 
sary. Only four stockholders vote 


against the transaction. 


Heart Disease Increases 

Heart disease headed the list of causes 
of deaths last year with mortality o 
228 persons out of every 100,000, the 
United States Public Health Service re- 
ports. This cause is increasing, it was 
said, deaths from the disease having al- 
most doubled between 1917 and 1925 m 
this country’s registration area, whereas 
the population increased only about one- 
third. The number of deaths caused 
directly and indirectly by heart disease 
was said to have increased 81 percent 
although the number of deaths from al 
causes increased only about 15 percent 
Kidney disease was second in the list 
with 106 mortality out of every 100,000 
cancer third with 105 and pneumonia 
fourth with 100. 


Columbus Mutual Speakers 
In addition to Dr. Charles J. 
well of Chicago, the Columbus Mutua 
Life has engaged William B. Burruss 0 
Washington, D. C., to speak at the 
agency convention to be held in Cleve: 
land, Aug. 19-21. Dr. Rockwell ane 
Mr. Burruss will speak at each sessio! 
The Columbus Mutual is extending # 
invitation to all life men in northeaster 
Ohio to attend the meetings. 


Rock- 


Hopton Field Service Director 

Announcement has been made of the 
appointment of B. E. Hopton, former 
assistant secretary of the Detroit Lilt 
as director of field service. Mr. Hop 
ton’s appointment is in line with th 
policy of reorganization of the home 
office system that is being instituted » 
the Union Indemnity group, which no¥ 
controls the Detroit Life. 


Good Record Was Made 

Will O. Ferguson, general agent 0 
the Penn Mutual Life at Los Angeles 
states that his agents made a pit 
nomenal record for one week follow 
the three days’ school conducted by Vin. 
cent B. Coffin, Ralph Englesman a 
James L. Taylor from the home office 











They produced 45 applications for 
140,000. 
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Sees No Brea 
in Prosperity 


National City Bank Says Busi- 
Will Continue in 
Thrifty State 


ness 


REPORTS ENCOURAGING 


Basic Industries Running Close to Ca- 
pacity in Almost All States—Farm 
Prices Advance 


YORK, Aug. 8.— Continued 
is forecast for the immediate 


NEW 


rosper 


future by the National City Bank of 
New York in its monthly business re- 
view for August. The bulletin says: 
“The high rate of business activity has 
wen well maintained through July and 
t can w be definitely seen that there 


will be ne pronounced midsummer re- 


cessiot Confidence and optimism in 
the business outlook prevail. The pessi- 
mists who have been fearing a major 
reaction have had to postpone still fur- 


ther fulfillment of their predictions, even 


though it be granted that some slowing 
down may be expected eventually fol- 
lowing such an extended period of un- 


+) 


usual activity. 
Reports from Basic Industries 
“Production in the steel industry is still 
running close to capacity, while other 
basic industries are continuing the new 
igh production records established in 
e first half year. Wholesale distribu- 
m of commodities is in large volume. 
No serious accumulation of inventories 
has come to our attention. Sustained 
activity domestic trade and industry 
has resulted in full employment of labor 
and large purchasing power in the form 
of payrolls, which are estimated to be 
ruming “© percent larger than one year 
i broad group of manufacturing 





ago ior a 


industries 
Always Some Slack 


“There is always some slack and the 
latest reports of the United States De- 
partment of Labor indicate that there 
a slight decrease of employ- 
ment in manufacturing plants this sum- 
mer, but this is seasonal and is being 
partly offset by an increased demand 

workers. Industrial 


lor agricultural 
cisputes have become less frequent and 


has beer 





fewer curred in 1928 than for many 
years back. Over half of the total num- 
ber are nhned to the three states of 
New York, Pennsylvania and Massa- 
chusetts 
Farm Prices Advance 

“Far irchasing power has been ex- 
panded by the sharp rise that recently 
took place in prices of grain and live- 
stock, while the excellent profits this 
year of most industrial, railroad, util- 
ity anc cial companies assured good 
payrolls for employes in these groups, 


icluding clerical workers, and will bene- 
q investing public as well.” 


t the veneral 


Met on Huron’s Shores 


One the first agency meetings of 
the Lin In National Life ever held in 
the “Thumb” of Michigan took place 
tate oO the shores of Lake Huron. 
Chere re 17 members of the J. A. 
Sandham general agency present. S. H. 


Lochran, one of the best producers in 


ae district presided. General Agent 
Sandha: reviewed a bit of his early 
work as one of the veterans of the Lin- 
coln Nat nal, and told of his efforts to 





Write gq 


: lity business, and keep it on 
the book 


He has been extremely suc- 
this as his agency has the 
agency 


cessty] 


h'ghe 7 - 
: whest persistency rate of any 
Of the < 


pany, 


LIFE 
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Made President 











CHARLES F. COFFIN 


Charles F. Coffin, vice-president and 
general manager of the State Life of 
Indiana, has been elected president fol- 
lowing the resignation of Henry W. 
Bennett. Mr. Bennett had served the 
company for 22 years but desired to be 
relieved of presidential responsibility. 
Robert E. Sweeney, second vice-presi- 
dent, who looks after the agency de- 
partment, was elected first vice-presi- 
dent and James I. Disette, one of the 
directors, becomes second vice-presi- 
dent. Charles F. Coffin, Jr., was elected 
a director to succeed Mr. Bennett. 

Mr. Coffin is one of the able and virile 
life insurance executives. He was one 
of the organizers of the State Life. Mr. 
Coffin has largely been the guiding star 
of the company. He is an attorney and 
in his early years was superintendent of 
schools at New Albany, Ind. He has 
been very active in civic affairs, serving 
as president of the Indianapolis cham- 
ber of commerce for three successive 
terms. He is a past president of the 
American Life Convention. Mr. Coffin 


is a graduate of DePauw University. 
When he left college he became a 
teacher in the Indianapolis public 


schools and for a time later was prin- 
cipal of a high school at Connersville, 
Ind. 

During the past 22 years the company 
has increased its assets from $10,000,000 
to about $50,000,000. Mr. Bennett gave 
his chief attention to its financial inter- 
ests. The insurance in force has in- 
creased from $75,000,000 to $275,000,000 
in that period. Mr. Coffin has been with 
the company since its organization in 
1894. 

Mr. Sweeney is a son of Andrew M. 
Sweeney, one of the founders of the 
company and its first president. Rob- 
ert Sweeney has been with the company 
for 27 years, his chief duties being with 
the agency department. Charles F. Cof- 
fin, ‘Jr., is superintendent of the policy- 
holders’ service department. Mr. 
Sweeney was also elected a member of 
the executive committee. 


Old Line to Have House Organ 


A semi-monthly magazine in the in- 
terests of the field force of the Old Line 
Life of Milwaukee is to be published by 
the home office starting Aug. 15. The 
publication will be called “Lah Tollica,” 
and will be purely a field man’s organ, 
written for and by the field men of the 
organization. The first word of the 
name symbolizes “life, accident and 
health” and the last word of the name 
is made from the initials of “The Old 
Line Life Insurance Company of Amer- 
ica. 

















To loll at ease on the attractive lawn of the Edge- 
water Gulf Hotel, at Biloxi, gazing out upon the rolling 
waters of the Mississippi Sound and beyond, toward the 
historic Gulf of Mexico—that will be the welcome relax- 
ation afforded to members of the American Central Field 
Club during their well-earned vacation next January. 


Producers of an exceptional volume of good new 
insurance and renewers of a highly commendable por- 
tion of the previous year’s business, these men will have 
won for themselves ranking as the Company’s best—for 
membership in its exclusive Field Club is the highest 
honor which the American Central can bestow upon its 
fieldmen. 


CEZDENLH 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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M odern policy contracts 

I nterest earnings high 

D ividends above ordinary 
Low management cost 

A mple field assistance 

N ever contested a death claim 
D isability double indemnity 






















M ortality exceptionally low 
U nderstands field problems 
Trusteeship held sacred 

U seful educational courses 
A nnual health service 

L_ ow net cost 


ae 


THE MIDLAND MUTUAL 
LIFE INS. Co. 


Established 1906 
COLUMBUS, OHIO 


Assets over $17,000,000 In force over $105,000,000 
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Volunteer States Life Men 
Meet in “Circle” Convention 


HOLD THREE-DAY CONFERENCE 


Representatives From Other Companies 
Address Field Staff in New 
York Get-Together 


NEW YORK, Aug. 8.— General 
agents and leading producers of the 
York City this week for a _ three-day 
“Volunteer Circle,” gathered in New 
York City this week for a three-day 
conference with home office executives 
and annual meeting of the “circle.” 

J. M. Mitchell, home office agency 
manager, was in charge of the program, 
which opened Monday, and presided at 
both business sessions and luncheons. 
The agents and general agents met 
jointly the first two days and the latter 
continued into the third day for their 
annual conference. 


Substandard Expert Speaks 


At the opening session Monday, Dr. 
Oscar H. Rogers, vice-president and 
medical director of the New York Life 
and one of the greatest American 
authorities on substandard business, was 
the first speaker, discussing “Under- 
writing Substandard Business.” He de- 
scribed the determination of rates and 
explained some factors which often 
puzzle agents. 

He particularly referred to the excel- 
lent experience on farmers, who as a 
class enjoy a mortality 15 percent less 
than the average. 

Dr. S. S. Huebner of the Wharton 
School of Finance also spoke, discuss- 
ing estate values under the subject, 
“Life Insurance and the Time Value 
Assets of Man.” 


Speaker From Porto Rico 


On Wednesday, field men were the 
speakers. Col. W. R. Bennett, general 
agent in Porto Rico and president of 
the “Circle,” opened the meeting with 
a talk on what goes to make the suc- 
cessful agent. Colonel Bennett also 
urged a more wide-spread interest in 
this country towards Porto Rico’s af- 
fairs. J. W. Bishop, home office general 
agent at Chattanooga and vice-presi- 
dent of the “Circle,” spoke on “‘Looking 
Forward,” giving an objective view of 
sales work. “Prospecting” was dis- 
cussed by George D. Brown, home office 
agency assistant, in an inspirational ad- 
dress. Ralph Engelsman, New York gen- 
eral agent for the Penn Mutual and a 
million dollar writer for many years, 
closed the session with an interesting 
open forum discussion of “Net Loads” 
in which he presented rapid fire, tried 
ideas for handling business. At the last 
day’s session, in addition to the general 
conference, James A. Fulton, agency 
vice-president of the Home of New 
York, spoke on “Agency Building.” Mr. 
Fulton is a keen student of efficient 
agency building and for many years a 
leader in Research Bureau work. 


Montana Life Changes 


Several appointments are announced 
by the Montana Life. George W. Can- 
non becomes general agent at Long 
Beach, Cal., and is forming a new 
agency there. Charles L. Shedd has 
has been named general agent at Santa 
Barbara, Cal., where he has lived for 
many years. Patrick J. Fleming started 
Aug. 1 as general agent in San Ber- 
nardino, Cal. Mr. Cannon has served 
variously as general agent for the Equit- 
able of Iowa, Guardian Life and Se- 
curity Life of Davenport in Portland 
and in California. Mr. Shedd, a life 
insurance man of long experience, has 
been representing a large eastern com- 
pany. Mr. Fleming has been assistant 
supervisor for an eastern company. 
Albert D. McKeown has been appointed 
special agent at Butte, Mont., and John 
Dix at Kalispell. 

















Takes New Post 


—, 












GEORGE 


MARTIN, New York 
Newly appointed agency vice-president 


of the Continental American of 
Wilmington, Del. 








Announce Two Speakers 


for Washington Meeting; 


NEW YORK, Aug. 
speakers 
annual convention of the Nz 
tional Association of Life Underwriter: 
to be held at Washington, 
outstanding 
is H. H. 


tional 
for the 


month, 
profession. 


both 


8.—Two add: 
been 


announcet 


vice-president of the Travelers, and t 


other is a prominent official of one o 
English companies, 
over from 
ife wunderwriters 


the large 


promised to come 


to address 
America. 


Mr. Armstrong is known througho: 


the country, 


being one of the younge: 


chief executives who has forged to the 


front and made 


himself widely know: 
by a wide range of activities. He has 


been in the life insurance business near 


25 years, 


first in the field and for near 


20 years in the home office. 
In Charge of Field 
He is now agency vice-president oft 


Travelers and 
held organiaztion of that comers. | 


of the 


has also taken part in general activit 


of the business, 


the Life 


Agency 
and always active 


being a former head ¢ 
Officers 
in the work of that 


Associatios 


body. He will take as his subject, “Mas 
Insurance in the Era of the Second Hu 


dred Billion.” 

The other 
week is given only 
name not yet i 


Paul Clark, 
association, 


announced 
vaguely thus far, 
released, 


thoug 
the Nationa 


has assurance that the E: 


lish official will be on hand to preset 


a picture from across the water in ha 


mony with the convention theme. 


The program is rapidly 
and will be ready in a short time. Ree 


istrations for the meeting are real 


taking for 


in and a record attendance is antici 
Many local associations have promise 
record delegations and numerous spec 
train are being chartered to carry 


agents to the 


three-day 





capitol for t 
session in September. 


B. M. A. Increases Capital 


KANSAS CITy, 


ness Men’s 


an inc rease 


bringing it up to $500, 000. 


. 8—The Bu: 
; Ss. has amended = 
articles of incorporation 


to provide 
in its capit 
Capital at 


surplus with this increase will amov 


to well over $1,000,000. 
dend of 58% percent was given stock 
to $175,000. T 


holders, 


amounting 


A stock div 


company is selling 250 shares of st 


to employes and salesmen. 
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D. C., next 
men in the 
Armstron ag 


who ha 
Englani 
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Six-year Average Is 


Three ‘‘Apps’’ a Week 





Sets High Average 














PITTSBURGH, Aug. 8—An aver- 
age of three paid applications a week is 
the record for the past six years of Lon 
C. Jeffrey, head of the Pittsburgh office 
of the Missouri State Life. 

Mr. Jeffrey started as a part-timer. 
His experience includes that of district 
agent, home office state special agent, 
branch office manager, manager of the 
home office accident and health depart- 
ment of a large casualty company and 
last, but not least, a general agent and 
a very successful one. 

Volume Not His Aim 


He declares he never pays any atten- 
tion to volume of business, knowing 
that will take care of itself. 

“Volume is not my aim,” said Mr. 
Jeffrey. “It is the number of benefi- 
ciaries I can protect that interests me, 
frst and foremost. I am anxious to 
protect as many estates as possible, re- 
gardless of their size. In other words, 
it is the number of lives I can insure, 
rather than the amount of insurance 
and commissions. 

“I have a big advantage over others 








I} LON C. JEFFREY 
because wwe on unusually large COn- | wolder of Notable Record of Continuous 


tact list by reason of having the most 
complete individually owned agency in 
Pittsburgh. I have 132 licensed acci- 
dent and health agents in Pittsburgh | regardless of amount, that means a 
and 34 counties of western Pennsyl- | great deal more to all concerned than 
vania. We handle all lines of insur- | big policies far apart. I would rather 
ance. Our total in premiums on acci- | write $1,000,000 of new insurance and 
dent and health policies for 1929 will | protect 500 beneficiaries than write a 
be, conservatively, $175,000. million and protect 100 or maybe 50 
beneficiaries. 

“In other words, the aim with me is 

“To illustrate my views on number | not volume of business, but the number 
rather than size of policies, in my talks | of lives I can insure.” 
to agents, I borrow an illustration from Mr. Jeffrey’s volume of production 
the savings bank advertisements. It is | varies from $500,000 to $1,000,000 a 
the regular saver that counts, in thé | year. His renewals have averaged 90 
long run, rather than the fellow who | percent during the same six-year period. 
waits to put in a certain amount and | He believes that the writing of small 
usually does not deposit anything at all. | and numerous policies keeps his per- 
In my opinion, it is regular production, | centage of renewals high. 


Production for Missouri State 
Life in Pittsburgh 


Cites Savings Accounts 








Phipps Is Made Director 


| Mr. Jaeger with a golf bag and set of 


D. Miley Phipps has been appointed | clubs. Employes had previously pre- 
director of field service at the home | sented him with a golf coat. Mr. Jaeger 
e . ~ ° . Oi > > . - >» 3 « ac ¢ q ne 
office of the Continental Assurance of | joined the company in 1904 as a sales 
“hone . ° man. After writing business for a year 
Chicago, succeeding Roy L. Davis, who | - Che =® Ill. he =e mameiated 
took charge of the life insurance man- | S Lape, oe. aw Deen 
agement of W. W. Durham & Co., well | 255!Stamt_ manager for 12 counties in Ili- 
. as ; : ; 7 “Fea ~ | nois. Later he was made special field 
known Chicago agents. Mr. Phipps is | representative and in 1918 was made 
a graduate of Northwestern University | . oe yom makina tin the Game 
il es Ean aeiiies te ie alee regional sales manager. He was name¢ 
adh 1 ¢ id. on, Mh le a general sales manager in 1923 and in 
tional anc eld service department, | jg94 was elected vice-president. 
making a splendid record in that con- 
nection, 


——_—_—. Fisher Made Loan Manager 

W. W. Jaeger Honored J. Paul Fisher, for the past three 
W. W. Jaeger, vice-president and di- | years manager of the National Fowler 
rector of agencies of the Bankers Life, | Company, Lafayette, Ind., affiliated with 
Des Moines, was honored Aug. 5, on| the National Fowler Bank, has been 
his 25th anniversary with the company. | appointed manager of mortgage loans 
Officers and their wives tendered Mr.| by the Lafayette Life. Mr. Fisher is 
and Mrs. Jaeger a dinner at the Wa-|a graduate of Purdue University, saw 
konda Country Club in the evening and | active service in the World War and has 

Gerard S. Nollen, president, presented ‘had much experience in investments. 


Send ded Statements of Life | 
Companies As Filed in Georgia | 














—<————————_January 1 to July 1— ——-—-- 





7 a 

7 Surplus Income Disbursm’'ts 
Afro-American Life, Fla......$ $ 204,572 $ 408,419 § 384 
Gem City Life, Ohio........ 266,050 514,093 36 





Guarantee Fund Life, Neb ‘ 10,806,664 2,494,140 2, 
Interstate Life & Accident.... 443,064 1,047,687 

Jefferson Standard Life....... 3,200,000 6,599,774 4, 
Life Insurance Co. of Virginia 7,636,508 8,701,061 6,6 


Massachusetts Mutual Life.... 46,197,360 29,3 








Massachusetts Protective Life 645,637 366,919 

Metropolitan Life............. SESCOOESTS sn sccnnse 409,550,648 278, 

National Life & Accident..... 4,380,312 8,918,950 8. 

New gland Mutual Life.. 20,630,200 26,797,457 17,683,596 
2. 3,396,103 2 


Pan-Ame rican Life ) 

Reliance sag aaelanana ciate Reina 58,384,204 3° 

Rockford RE a RE ae 2,429,842 
dog j 5,027,758 

779,872 2, 

14,942,110 1,750,000 






State | 





, ife, 
Volunteer State Life... 





Life Companies and 
Trust Organizations 








If we examine the scope of the services performed by 
life insurance companies and trust organizations—in- 
cluding in the latter term trust sections of commercial! 
banks—we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies although their activities are 
distinctive. 


Each suggests, initiates, activity for the other. Each 
furnishes service for which the other is not equipped; 
one the insurance of the productive value, accumulated 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 
insurance. 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide 
awake life insurance man. 


WALTON L. Crocker, President 





LiFe INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 




















Growth! 


For the first five months of 1929, The Guardian's produc 
tion of new paid business shows an increase of 21.2%. Each 
month so far this year has proved to be the best of its name in 
the Company’s sixty-nine years—in written, issued and paid-for 
business, all three. 


A comparison of The Guardian’s rate of progress with the 
remarkable growth of ordinary life insurance in this country 
during the past five years presents an interesting picture. From 
1924 to 1928, inclusive, The Guardian’s annual production of 
new paid-for ordinary life insurance increased at a rate more 
than twice that for the total ordinary life production of all 
United States companies. 

In 1929, for the first five months, The Guardian's per- 
centage of increase is approximately fwo and a half times that 
for the country as a whole. 


sg 


THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE NEW YORK CITY 
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Turns to the Agency Plan 


LiFt 
terested in the change of agency plan of 
the Union Laror Lire of Washington, 
D. C., in that it is announced that it has 
tried out the method of having local labor 
act agents and get- 
ting such could from 
members with whom they came in é¢ontact. 
It was discovered that the secretaries of 
excellent officials 
were most part efficient in their 
regular However, it was found 
that life insurance with them was largely 
a side issue. The management saw that a 
sufficient volume business could not be 
produced in Therefore, the 
Union Lapox Lire turns to the regular 
orthodox plan of its insurance 
through general agents and salesmen who 
are trained 
ance and who 


insurance men are very much in- 


union secretaries as 


business they 


as 


local unions were and 
for the 


1 
WOTK, 


of 
this way. 
selling 


business of life insur- 
how to 


in the 


know to apply it 


the needs of people they deal with. 

The mere fact that the Union Lapor 
Lire is sponsored by the AMERICAN Fep- 
Lapor or at least has its sanc- 
tion does not mean so much to a man 
who is buying insurance unless he can be 
convinced that the insurance will do some- 
thing for him specifically which he cannot 
do for himself. The officials of the 
Union Lanor Lire saw that the selling of 
insurance has become a specialty and they 
found that men who knew little about in- 
surance did not make very good salesmen 
for the company. They lacked experience 
and knowledge. They were not grounded 
in the fundamentals of life insurance. 
They did not know how to point out the 
functions life insurance. Therefore, 
the Union Lapor LiFe saw the necessity 
of building up its organization in the pro- 
duction field on different lines. 


ERATION OF 


Thoughts on Insurance Hijacking 


Cuarces have been made generally by 
many life insurance men in widely scat- 
tered of the that the 
business to such a pass an 
can write a policy of 
honestly. Association 

veiled allusions, 


sections 
has 
agent no longer 
$50,000 or more 
leaders the 
claring investigation of 


country 


come 


decry de- 
that 


fails to develop proof of dishonest meth- 


most cases 


ods. Rebating may or may not be so 
widespread an evil as charged, but if 
there are only a few cases, that is too 


many. 
After all, rebating is practically a mis- 
demeanor. States have laws _prohibit- 
ing discrimination in rate, and for sound 
The rebater is an insurance 
and hijacker. He throws 
away a commission that he probably 
could get honestly—because few pros- 
pects demand a rebate unless they have 
been educated by life insurance men to 
expect one. Even then they often will 


reasons. 
bootlegger 


concede that the practice is wrong, 
when life men explain the issues in- 
volved and declare frankly their right 


to the commission. 


The ways of a rebater are devious 
and slimy. It is an honest product that 
he sells, one that needs no apologies, 


no cut rates, to place, and the rebater 
is doing insurance a serious injury ev- 
ery time he concedes his commission in 
order to have the doubtful honor of 
writing a $50,000 or $100,000 case. The 
pity of it is that many men who would 
like to. play the game on the square 





been forced to rebate because 
others with less scruples did. 

“I don’t have very many people ask 
me for a rebate,” one of the veteran 
managers and large producers in the 
business said the other day, “but when 
they do, I tell them by all means to 
go where they can get it. I don’t want 
their business on that basis. It is true 
I have a great many millions of busi- 
ness on my books now, but when I 
didn’t have very much I felt just the 
same about rebating. It cheapens the 


have 


agent, and worse, it cheapens life in- 
surance,” 
Tue Cuicaco ASSOCIATION OF LIFE 


UNpERWRITERS is planning this fall to start 
a vigorous campaign against the prac- 
It is the intention to raise funds 
pay the expenses of an active life 
man while he is at Springfield lobbying 
for a rebate control bill. It is hoped 
to secure passage of a bill which would 
invalidate insurance obtained on a re- 
This would strike at the grasping 
insured, and it is believed would put 
teeth in the Illinois rebating provision 
that would substantially reduce the 
practice. It is to be hoped that Illinois 
legislators will give honest life insur- 
ance men this weapon with which to 
clean their house. 


tice. 


to 


bate. 


Just as long as you keep your ideals 
fine and your ambition is for something 
above the ordinary, you are on the wp- 
grade. 








PERSONAL SIDE OF BUSINESS 











Friends of Harry M. Moore, who re- 
tires Aug. 14 as manager of the Colum- 
bus, O., office of the Sun Life to be- 
come agency superintendent for the 
western division, tendered him a fare- 
well dinner there a few days ago. Mr. 
Moore has been very active in the life 
underwriters association during his resi- 
dence in Columbus and a resolution, 
artistically designed, telling of the high 
regard in which he is held by the 
Columbus life insurance men, was pre- 
sented to him. — Moore will be suc- 
ceeded by W. Arthur, agency assis- 
tant at Clevelan who will have as his 
assistant Don C. Carver of Cambridge, 
O., the oldest agent in the Columbus 
district. In company with another 
official of the company, Mr. Moore will 
take a trip through the west, returning 
east in time for the company’s conven- 
tion the latter part of September. In 
compliment to the new manager, the 
Columbus force is putting on a special 
campaign which is meeting with unpre- 
cedented success. 

Cc. B. Hirons, Los Angeles general 
agent of the Great Northern Life, was 
in Chicago this week visiting the home 
office officials of the company and at 
the same time visiting relatives and 
friends at Fort Wayne, Ind., in which 
city he formerly resided. He was sec- 
retary and manager of the Fort Wayne 


Mercantile prior to its reinsurance by 
the Great Northern. 

Eugene Homans, son of Shepherd 
Homans of Prosser & Homans, New 


York City general agents of the Equit- 
able Life of New York, and George T. 
go Jr., brother-in-law of Theodore 
M. Riehle, big personal producer of the 
Equitable in New York, are entered in 
the National Amateur Golf Champion- 
ship at Del Monte Sept. 2. Both young 
men are Princeton University cham- 
pions. 


R. C. Hill, senior field representative 
at Salt Lake City for the New York 
Life and with that company for 35 years, 
is dead at a hospital there following an 
operation. He was in his 60th year. Mr. 
Hill had been in Salt Lake City during 
the entire time he was with the New 


York Life. 


Paying for $200,000 of insurance since 
April 1, 1929, when he first joined the 
forces of the Philadelphia Life, E. 
Turner, Jr., general agent at Richmond, 
has qualified for a sea trip with leading 
producers of that company. Mr. Turner 
was with the Connecticut Mutual at 
Richmond for several years before going 
with the Philadelphia Life, rising to the 
post of supervisor for Virginia. 

Henry Abels, vice-president of the 
Franklin Life of Springfield, Ill., former 
president of the American Life Conven- 
tion, golfer de luxe, prominent in social 
and civic activities, was married Satur- 
day to Miss Jeanette M. Reid, a very 
charming young woman of the state 
capital. 

Carey G. Arnett, president of the In- 
ter-Southern Life of Louisville, who re- 
cently was taken ill with the mumps 
while in Boston, has recovered and re- 
turned to his office in Louisville, al- 
though still feeling rather weak. 


Andrew Kakayonnis, ordinary general 
agent for the Prudential in uptown New 
York, has always been an ardent sports- 
man, especially interested in the water, 
and he has now entered the lists as a 
yachtsman, having purchased a yacht, 
which he piloted from Detroit to Chi- 
cago and last week took on a trip to 
Canada. Mr. Kakayonnis is a Greek 
who fled his native country after the 
revolution, being an active royalist 
leader, and he has made good in this 








country, becoming leading personal 
ducer for the Prudential within a 
months of his arrival here and 
having built a $1,000,000 a month 
eral agency 
opened the office. 


pro- 
Tew 
now 


Friends and associates of James Elton 
Bragg of Philadelphia, in discussing hij; 
announcement of last week that he had 
withdrawn his name from consideration 
from president of the National Associa- 
tion of Life Underwriters at the 
vention next month in Washington, de- 
clared the reason underlying the 
was Mr. Bragg’s desire to furiuer de- 
velop his agency. It is said Mr. 
Bragg feels that he would be tnable at 
this time to spare the time which the 
association presidency would mecessital 
and that he felt the wisest move on his 
part was to withdraw his candidac) 

A. Rushton Allen recently became ai- 
filiated with Mr. Bragg to form the firm 


con- 
4s 
acuiol 


1 
iat 


of Bragg & Allen, managers for the 
Union Central Life in Philadelphia. 
Prior to his withdrawal announcement 
Mr. Bragg had been the only candidate 
in the field for the office. 

William H. Beers, general agent of 
the Mutual Benefit in New York City, 
is in Canada with his family, spending 


August in the cabin he has established 
there for his summer vacations. 


John F. Roche, formerly vice-presi- 
dent of the Manhattan Life of New 
York, is in New York City for the sum- 
mer and is seen frequently in his old 
haunts in the insurance district. Mr 


Roche now spends the winters in Clear- 
water, Fla., and the summers in New 
York. 
_ 
Fred Blattner, Jr., general agent for 


the Continental Life of St. Louis at 
Wellsville, Mo., has produced an ap- 
plication or more every week for the 
past 281 weeks. He has even taken a 


vacation in that time. 


Carmi A. Thompson of Cleveland 
who is one of the directors of the Ohic 
State Life, has been chosen chairman oi 
the commission appointed by Governor 
Cooper of Ohio to select a site and erect 
a new state office building. 

Julian Price, president of the Jeffer- 
son Standard Life of Greensboro, N. C. 
has recently been named president 0 
the reorganized Atlantic & Yadkin Rail- 
way Company, which will operate the 
railway line between Mount Airy and 
Sanford, N.C. Election to this impor 
tant post at a reorganization mecting ! 
Greensboro recently will in no wa) 
affect his connections with the Jefter- 
son, 


gen- 
within a year of having 












































to which he now devotes all of hi 
time. Mr. Price has long been close! 
identified with civic affairs of his statt 
and city. He is also vice-president 0 
the Business Men’s Insurance @ 
Greensboro, and is now serving 
fourth term as a member of the «il 
council of Greensboro. As chairman 
the state salary and wage commussi0! 
he has played a vital part in North Care 
lina government. He is a director 
the Vick Chemical Financial Corpor 
tion and the Greensboro chamber 
commerce and is a member of the m 


perial council of Shriners. Prior to + 
tering the life insurance business, Mr 
Price was connected with the South 
Railway Company. 


Bertram A. Hedges, director 
service of the Business Men's 
ance, who is a lieutenant in th« 
corps reserves, is spending sever: 
in training camp at Quantico. 
left for that point immediately after tht 
company’s regional meeting at Minne 
apolis. Mr. Hedges 
have taken him from coast to coast a 
from Texas to northern Michigan. 
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LIFE AGENCY CHANGES 











GILBERT KENTUCKY MANAGER 


American National of St. Louis Expand- 
ing Agency Organization in 
That State 


The American National of St. Louis 
has promoted H. T. Gilbert, formerly 
Kentucky agency supervisor, to state 
manager for Kentucky. Mr. Gilbert 
was the local agency field in Ken- 
tucky for several years and with the 
Kentucky department as actuary for 
some time. He has been with the 
American National about a year and has 
made a notable record in building an 
agency organization in the state. He 
is a brother of Assistant Attorney Gen- 
eral J. M. Gilbert and of A. B. Gilbert, 
general agent of the Columbia Life, who 
recently died at Pineville, Ky. 

The Home Insurance Agency of 
Hazard, Ky., has been appointed gen- 
eral agent for that section of Kentucky. 
The agency is composed of Dewey Dan- 
iels, A. B. Cooper, J. E. Lane. They 
are just taking up life insurance work 
wit have for several years conducted one 
of the leading agencies in eastern Ken- 


tucky in all other lines of insurance. 
J. L. Drahos 

J. L. Drahos of Cedar Rapids, Ia., 

has been appointed manager of the 


Cedar Rapids agency of the Peoria Life. 
to succeed V. H. Jenkins, who has been 
transferred to Sioux City. 

Mr. Drahos has been an agent of the 
company for five years, and for four 
years in succession has been a member 
f the $250,000 Club. 


R. C. Howard 


The Liberty National Life of Bir- 
mingham, Ala. has been licensed in 
Oklahoma. H. C. Howard was ap- 
pointed general agent. 


Pilot Life Appointments 


rhe Pilot Life of Greensboro, N. C., 
announces the following appointments: 
\. C. Wiggins at Atmore, Ala.; the 
Monroe County Insurance Agency, 
Monroeville, Ala., consisting of L. L. 
Dees and T. D. McKenzie, partners, and 
the Johnston Insurance Agency, 206 
Staples-Powell building, Mobile, 





of which the members are Kenneth D. 
Johnston, William N. Johnston and 
David W. Mackay. 

Henry M. Files 


Henry M. Files, for ten years suc- 
cessful district agent for the Connecticut 
Mutual, has joined the R. H. Pick- 
ford general agency for the Northwest- 
ern Mutual Life at Cedar Rapids, Ia., 
as special agent. During his service 
with the Connecticut Mutual Mr. Files 
was a member of the $500,000 Club sev- 
eral times. 


Stein Brothers 


Stein Brothers, composed of Theodore 
C. and Herbert E., will act as associate 
general agents of the Connecticut Mu- 
tual Life with Paul C. Otto, newly ap- 
pointed general agent at Davenport, la. 
They will have their offices at 800 Iowa 
State Savings Bank building, Burling- 
ton, 


Cyril W. Hills 


Cyril W. Hills, former district man- 
ager of the Equitable of New York at 
Casper, Wyo., has been transferred to 
district manager of the same company 
at Cheyenne. He has been connected 
with the Equitable for several years, has 
made an excellent record, and is presi- 
dent of the state underwriters associa- 
tion, organized at Casper about two 
years ago. 


Irving Epstein 
Irving Epstein has been named dis- 
trict manager for St. Paul and vicinity 
by the Missouri State Life. Mr. Ep- 
stein is president and manager of the 
Epstein Insurance Agency, located at 
611 New York building. 


named as 
Ind., and 


J. R. Stephenson has been 
district manager for Anderson, 
vicinity for the Peoria Life. 


The number of orders which continue 
to come into our office each day for The 
Cc. & S. Bulletins is proof that this 
service is “hitting the spot’’ with those 


forward looking men who are using it. 
You as a fire, ensualty and surety agent 


can not afford to miss this opportunity 
for greater profits. Write The National 
Underwriter Co., 420 East 4th street, 


Cincinnati O., for free booklet describing 


Ala., | this bulletin service. 








EASTERN STATES ACTIVITIES 














HAS REPORT FROM ROCHESTER 


Chamber of Commerce Gives Figures 
on Life Insurance Production for 
First Six Months 


ester chamber of commerce 
ut a bulletin stating that the 
months of 1929 ordinary life 
e sales for the Rochester 
aggregated $30,827,598, an 8 per- 
decrease compared with the cor- 
responding period last year. There are 
agencies reporting to the 








cent 


general 


statistical bureau of the Rochester cham- 
tr. The report says the large amount 
ot life insurance sales clearly indicates 
tat there is a margin available above 


expenditures for investment in a sound 
he Rochester district. The 
district sales in June were 6 
ow June, 1928. 
hester chamber says that the 
business and social research 
iversity of Buffalo is now col- 
Statistics of new ordinary 
35 offices. Find- 
Pe ie Bag first six months in Buffalo 
-.— 4 14 percent increase over the 
par period last year. June in the 


Buff, ‘weet : 
. alo a showed 19 percent in- 
‘ease, he 


Way in 
Rochester 
Percent be 
he R 

bureau 
® Of the U; 
lecting local 
5 life insurance sales in 
S ings for the 






dis- 


figures for Rochester and | 


Buffalo for the first six months are as 
follows: 
Rochester 
1929 
$ 4,942,111 
5,023,028 
910,183 







January a 
POeTOOTe cccsvees 


Buffalo 

1928 
6,956,726 $ 9, 
8,960,316 


January 
February 





913,47 
11,165,083 





BEANO cvccccecess 9,367,448 . 
DMGTS sececes 9,228,465 10,422,033 
ec ebdectetenenen 10,161,674 10,448,796 
SOMO cccceosseoece 8,015,056 9,542,832 
POGRE scsicenony $52,689,685 $60,210,135 


Adds Good Producers 


Recent additions to the office of An- 
drew Kakayonnis{ uptown ordinary 
general agent for the Prudential in New 
York City, point to the reason for his 
success in rapidly building one of the 
leading agencies, now writing at the rate 
of $1,000,000 monthly. Horace Locker 
has been with the office six weeks and 
has paid for $400,000. Allister W. 
Young has been in the organization two 
months and has paid for $250,000. Ru- 
dolph Geucke, who came from Germany 
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Organization— 


(Advertisement 4 of a series) 


Equipped with shields, aggressive weapons and 
complete equipment the ancient gladiators were 
ready for battle. Success of these old battles 
oft depended as modern battles do on the strat- 
egy of the leaders and the organization behind 


the men. 


Shield Men of the National Life and Accident 
are backed by an organization efficiently man- 
aged—men of high standing—a steady growth— 
fair premium rates—an organization with Cap- 
ital and Surplus of $4,627,417.88. With such 
strong backing, representatives of this organiza- 
tion find it profitable to wear the Shield button. 


It pays to be a Shield Man! 
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Do You Sell 
Accident Insurance? 


People now buy it the way they do automo- 
bile insurance, quickly, as a matter of course. 


It renews almost automatically. 
Full commissions are paid on renewals. 


A time-saving, profitable way of building up 
a clientele for all lines of insurance. 


For description of our contracts, rates, etc., 
send for our “Brokers’ Outline of Accident 
Insurance.” 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 

















INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P-W. CHAPMAN & C0, INE. 


Insurances Stock Department 


115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK- , 


to this country at the suggestion of Mr. 
Kakayonnis, who knew him there, has 
paid for over $800,000 in the three 
months he has been with the agency. 
The most recent acquisition is the Rus- 
sian prince, Alexis Droutzkov, who is 
expecting to write a big business for 
this office. 





Penn Mutual Is Baseball Winner 


The Penn Mutual Life carried off the 
pennant in the Financial League of 
Philadelphia by defeating the Provident 
Mutual Life in the final game of the 
baseball league. 





Writes Million in Ten Days 


Agents of the Metropolitan Life at 
Woonsocket, R. I., enjoyed an outing 
last week at Rocky Point, famous Rhode 
Island shore resort, which marked the 
successful culmination of a 10-day drive 
for new business during which time the 





goal of $1,000,000 was reached. This, 
according to officials of the company, 
is the first time in the history of Ney 
England agencies of the Metropolitan 
that any agency staff has written this 
amount of insurance in a 10-day period, 
There are 25 agents working out of the 
Woonsocket office. 


Realignment of Territory Made 





Following the resignation of Edward 
W. Selvage as general agent of the 
Connecticut Mutual at Buffalo, the com. 
pany has consolidated Erie, Niagara, 
Cattaraugus and Allegheny counties 
with the Rochester agency in charge oj 
Earl F. Colborn. Mr. Selvage will give 
his entire time to personal production at 
3uffalo. Chautauqua county, following 
the consolidation of the Rochester and 
Buffalo general agencies, is now in- 
cluded in the Erie general agency ip 
charge of Walter L. Blossom, general 
agent. 
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QUESTION OF OWNERSHIP UP 





Trustee in Bankruptcy Raises Issue as 
to Proceeds of a Life Insur- 
ance Policy 





The widow of a decedent sued the 
New York Life to recover as benefi- 
ciary upon a certain life policy of $5,000 
on the life of her deceased husband. 
The policy was dated March 20, 1914. 
The insured died Aug. 14, 1927. An in- 
voluntary petition in bankruptcy was 
filed against the issured May 19, 1924. 
On Sept. 27, 1926, the insured was adju- 
dicated a bankrupt and a trustee was 
elected. The trustee notified the com- 
pany Jan. 20, 1927, that he was the duly 
appointed trustee and that he desired to 
learn the cash surrender value of the 
policy as of May 19, 1924, the date 
upon which the petition was filed. He 
was duly notified that the cash surren- 
der value as of that date was $1,840, 
but that there was an outstanding loan 
of $482.23. The bankrupt agreed within 
30 days to pay to the trustee the sum 
of the cash surrender value as ascer- 
tained, so that he might continue to 
hold the policy free and clear from the 
claims of creditors, but the bankrupt 
failed to pay the amount and had not 
done so at the time of his death. There- 
upon the trustee claimed the full 
amount of the policy, about $3,836 bal- 
ance. The company paid the sum due 
on the policy into court and the contro- 
versy became one between the widow 
and the trustee. The widow claimed 
that the maximum that the trustee could 
recover was the cash surrender value 
as of the date when the petition was 
filed. Under Section 70-A of the bank- 
ruptcy act the bankrupt may within 30 
days after the cash surrender value of a 
policy has been ascertained pay the 
sum to the trustee “otherwise the pol- 
icy shall pass to the trustee as assets.” 

Held, that the trustee was only enti- 
tled to the cash surrender value of the 
policy as of the date of the filing of the 
petition. In Section 70-A it was the in- 
tention of Congress to give to the 
bankrupt two options, first, to pay to 
the trustee the cash surrender value of 
the policy at the time of the filing of 
the petition and hold his policy free 
from the claims of creditors, or second, 
to surrender the policy to the trustee 
so that he might collect from the insur- 
ance company its cash surrender value 
which, of course, would involve cancel- 
lation and destruction of the policy. In 
this case the policy was matured by 
the death of the insured. However, that 
did not obliterate the surrender value 
of the policy as an asset of the bank- 
rupt’s estate—Ehrhart vs. New York 
Life. U. S. District Court, So. Dist. of 
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GREAT STATES AGENTS MEET 





New Company Honors Brother of 
President Who Has Developed Into 
$100,000 a Month Producer 





Agents and managers of the Great 
States Life of Bloomington, IIl., met a 
Hillcrest Inn north of Bloomington, II! 
Aug. 3 to celebrate organization of the 
“CM” Club. J. R. Martin, brother oi 
President L. H. Martin, was the first 
to qualify, having written and paid for 
$106,000 of business in July. 

Richard F. Dunn, vice-president, after 
giving a brief review of Mr. Martin’ 
service presented him with a handsome 
watch, a gift from the directors. Mr. 
Martin joined the company July 1, 192%, 
during the organization period. With- 
out previous selling experience he has 
developed into a $100,000 a month pro- 
ducer in two years. 

Louis I. Leonard, formerly with the 
United States Reserve of Kansas City, 
has been employed as field supervisor 
and is directing the agency force during 
the company’s campaign on a special 
19-pay policy. 

The Great States Life has completed 
its first million of insurance in force 
without having a single death claim. 





Giffin Speaks in Chicago 


James A. Giffin, educational director 0 
the Phoenix Mutual, spoke on “Cooper- 
ation between Trust Companies and Life 
Insurance Men” at a luncheon held 
Wednesday noon in the Morrison hotel, 
Chicago, by the Life Trust Club. Her 
bert L. Moulton is secretary. 





Boyenton Speaks at Portsmouth 


W. Scott Boyenton, superintendent 0 
agencies of the Ohio State Life, Colum- 
bus, addressed the Portsmouth, O., Litt 
Underwriters Association a few day: 
ago. 





Rockwell School to Start 

The University of Cincinnati @ 
nounces its annual fall term of prac 
tical life insurance salesmanship, under 
the direction of Dr. Charles J. Rock 
well, beginning Oct. 2 and ending No 
16. Sessions will be held on the las 
four days of each week. This term * 
given under the direct patronage of ge™ 
eral agents and the Cincinnati Life U™ 
derwriters Association. This year in a 
vance of the full Rockwell course é 
special course in finance, investment at 
corporation organization will be adde¢ 
for those who wish to qualify the 
selves for C. L. U. examinations. 
formation in regard to both regular te™ 
and special course may be had by wrt 
ing the University of Cincinnati. Th 
term takes the place of the regular 1 





term of the Rockwell school and ¥ 
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e the last chance in 1929 to get this| ground of years of practical experience | void. It is well established that every | tendance he is entitled to bring his fam- 


training from the outstanding life} in-| as a field man. Dr. Rockwell was | person has an insurable interest in his | ily. The mornings are given over to 
surance educator of America. Probably | trained for the law, entered the business | own life, and that he may take out a| business sessions and the afternoons to 
no man has the international reputation | world and later life insurance. He has | policy on his own life, naming any per- | recreation. In the evenings there is 
of Dr. Rockwell and he is unique in| been a salesman, general agent and | son he desires as his benefic lary. . also provided a program of entertain- 
both his teaching methods and the back- educator. “We think this case is ruled by that ment. 

of Langford vs. National Life & Acci- — 

dent, supra. It was held in that case | LIFE AND ACCIDENT GROUP 


hat, if a policy of life insurance is valid 
IN THE SOUTH AND SOUTHWEST weg Et tn Rape Secagere geet By om FOR TENNESSEE CENTRAL 








inception, does not after be 

come invalid for the reason that the y ; ; 
beneficiary who has no insurable inter- A plan of group insurance for all em- 
HOME STATE LIFE WRITING RIGHT TO NAME BENEFICIARY | est, after the insured quit paying the pre- | Ployes of the Tennessee Central Rail- 
—— | —— mium, paid same to the death of the in- | Toad, for which the railroad will om 

New Oklahoma City Company Is Enter- | Question Arises in a Dispute With ee It aap See — ‘The benefi- od 7 ge = ae o 
ing Both Industrial and Ordi- Company as to the Insurable + ey onan Of mg nod dea ana more than 75 percent of the employes. 
nary Fields Interest tract being valid, no ground of public It offers life, health and accident protec- 

policy would prevent her keeping the | tio”: The Sun Life of Canada and the 

Zurich General Accident are the carriers, 
The amount of insurance to be pro- 
Policy Was Not Invalidated vided will total approximately $2,000,- 
000, and it will protect every person on 
the company’s payroll, about 1,200 in all. 














In National Life & Accident vs. | Contract alive for her own benefit. 
Jackson, supreme court of Arkansas, 16 
S. W. (2d) 469, one Lula Jackson took “So here the policy was valid at its 
out a life policy and named Will Jack- | inception, at the time it was issued, in 
son as beneficiary. Will Jackson was | which Will Jackson was named as the 


OKLAHOMA, CITY, Aug. 8.—The 
Home State Life of Oklahoma City, 
ganized a few months ago, was 
licensed last week in Okiahoma. 

The Oklahoma City agency has been 
established with W. M. King as super- 





intendent. The company began writing po —— = Rca seed beneficiary. There is - proof ha | Life Men on Fishing Trip 

been! meer i et seine ein * ula Jackson changed the beneficiary to | there was any agreement between 1 : 

yusiness last week with 25 agents work- | “pea, > = r = “4 tH ‘ife of Will | Jackson and Foy ured that he should About 50 salesmen of the Mutual 

0S eS See Soe eee lacks ec aigiena lia ctea iass pay the remiums on the p slicy and the Life of New York at Nashville laid 
; acte “reace > ¢ cs - é s ¢ » . ° ° ° 

It is expected to increase the staff of | J ‘The 3 Li : ‘d the first | fact is tee he did ork, av the first | Side fishing for applications last week, 

the local agency to 50 within a short ne insured, it appears, paid the first | * y pa} and became real or reel fishers for fish 


4 aan : S icine . sae saaimettbtinn : s | premium thereon. The fact that he an a 
time, according to A. G. Palmie, man-| premium, but subsequent premiums | | c at Rock Island, Tenn. The group were 


ager of the industrial department. An | were paid by Will Jackson. Upon the | thereafter paid the premiums, and _ that guests of J. A. and H. A. Dillon, dis- 

agency of similar proportions is to be | death of the insured the defendant de- | the policy was transferred to Lena trict managers "‘MeMinnville Tenn. at a 

established at once in Tulsa. | nied liability on the ground that the | Jackson as beneficiary, did not have the Sek, few = oa ‘the day’s sport with rod 
The company will write industrial and | beneficiary had no insurable interest in | effect of voiding it, as there was no pre- and line. scotty 

wdinary life insurance. Joe D. Morse is | the life of the insured. Plaintiff filed | vious agreement between the insured | * : 


president; B. C. Housel, secretary, and | suit and recovered judgment. On appeal | and them that they should do so. Judg- 


Thomas Roach, treasurer. Authorized | the higher court in affirming this judg- | ment affirmed.” Lincoln Reserve Agency Club Meets 


capital is $500,000, the greater part of | ment reasoned as follows: Te Thirty-five $100,000 producers of the 
which has already been sold. Surplus is | Judgment Was AGirmeéd SEABOARD LIFE AGENCY Lincoln Reserve Life of Birmingham, 
also authorized to the extent of $500,000. | , CONVENTION AT CAMP | Ala., held their convention in Birming- 

Mr. Palmie was for 12 years with the “The only ground relied upon for a ham this week. Representatives from 
American National of Galveston, serving | reversal of the judgment is that neither a, seven southeastern states attended and 
as agent, superintendent and division of the appellees had any insurable in- The annual convention of the Sea-| were addressed by George H. Thigpen, 


superintendent. terest in the life of Lula Jackson, and | board Life of Houston, of which Burke | superintendent of insurance for Ala- 
that the contract of insurance was a/| Baker is president, will be held Aug.|bama. On Tuesday the agents left in 
wagering contract, which is against | 18-25 above Kerrville in the hill coun-| specially chartered motor busses for 
public policy and void under the rule in| try of west Texas. This is a_ well | Jacksonville, where they began a week’s 
this state. Conceding that neither of | equipped summer camp with log cabins, | tour of Florida. 

hi the appellees had an insurable interest | large dining hall, an assembly room The three biggest producerg of the 
ay oun bw seat tied in the life of the insured, it does not | with stage, and so on. When an agent|company, who automatically become 
for information on the A. & H. Bulletins. | necessarily follow that the policy is | of the Seaboard Life qualifies for at-! officers of the Lincoln Reserve Life 


The president of an accident company 
says of The A. & H. Bulletins: “The 
A. & H. Bulletins are filled with valua- 
ble information on sales, information 
which I hope all our agents are using.” 


















‘PoliciestatTrorect' ‘Policiesthat Protect’ *Policies4ar Protect 


A Small ‘Shoppe’ or Great Department Store 


The Farmers and Bankers Life 











has policy forms to fit every need 
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—to cover any age—a full set 





of tools plus quick co-operation 
from the Home office—a great 
“Department Store” of Life In- 
surance—and death claims are 





paid on the same day adequate 








proof arrives. 


If you will make a good repre- 





sentative we want to get in touch 
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with you. 





Life Insurance Compant 
H. K. Lindsley J. H. Stewart 


PRESIDENT Frank B. Jacobshagen *'“* "*®StENt 
SECRETARY 


-WICHITA,KANSAS = 
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Loyalty Club are: J. T. Dearing, Pine ; sented in this business. Mr. Powel} 
Bluff, Ark., president; G. Gough, | finds that conditions in the rura! dis. 
Jackson, Tenn., vice-president, and E. T. | tricts of Alabama have considerably jp. 
Riley, Dothan, Ala., secretary. | proved. 
Good Rural Records Made Cox with Liberty National 
Executive Vice-President Floyd B. The Liberty National Life of Birming. 
Powell of the American Standard Life | ham, Ala., announces the appointmen; 
of Birmingham calls attention to the of John B. Cox, former general agen; 
record of J. D. Edwards in the Alabama | of the Massachusetts Mutual Life, as qj. 
rural territory, whose paid-for business | rector of agencies. Robert P. Davison 
in July amounted to $183,500. R. L. | is president of the company, Frank P 
- Newman & Son, Florida state man- | Samford, secretary-treasurer; Ralph W 
° Wilmer L. Moore, President agers, wrote $68,500. The company paid | Beeson, assistant secretary; Dr. A. ( 
for $475,000 and had 39 agents repre- | Cameron, medical director. 


ASK US 


WHY our General Agents are mak- 
ing better headway than ever. It will 
pay you to investigate. 


For the calibre men wanted, we have 
a profitable contract. 


Alabama Florida 
Georgia Kentucky 
Louisiana South Carolina 
Tennessee Texas 


E. S. Albritton 


Vice-President and Manager 
of Agencies 


THE 


SOUTHERN STATES 


LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 











A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


FT ere 
RD ae 
Certain accidental deaths ..........cceeeeeceees 15,000 
Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums ; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medical. 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 
him direct . . . and directly. 


UNITED LIFE 


Concord 


ll 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 


Inquire! 








NEWS ABOUT LIFE POLICIES 








Policy Literature. Rate 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Books, etc. Supplementing the “Unique Manual- 
Digest” and ‘‘Little Gem,” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 


















ISSUES LOW COST CONTRACT 
North American Life Claims Many 
Advantages for New Form—Other 
Rates Published 





Four advantages are claimed by the 
North American Life of Chicago for 
its new “Economic Life” policy just 
issued in conjunction with new rates 
for a number of different forms. Pre- 
miums are said to be lower than for 
ordinary life, are payable during the in- 
come producing period, the principal 
amount is payable at death during the 
premium paying period and the contract 
is fully paid up for half the principal 
sum at the end of the premium paying 
period. It is issued on male lives only 
between the ages 15 to 60 for a mini- 
mum amount of $2,500 and may have 
added double indemnity and disability 
benefit between ages 15 and 55 for 
amounts not exceeding $25,000 on one 
life. 

Rates for the “Economic Life,” to- 
gether with the premium paying periods, 
and also new rates for ordinary life, 
20-pay, 20-year endowment and 7-year 
term are given below on the basis of 





$10,000. 

o 3) Ss. 

Ea € ee, i 
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See Fo on ho eg 25 
® 625 8 SE 33 ge 8 
q¢ Baa ay =O Ne ae ~~ 
15 45 112.70 125.80 201.60 401.60 80.70 
16 44 114.70 128.20 204.50 402.10 81.20 
17 44 116.90 130.90 207.60 402.60 81.80 
18 43 119.10 133.60 210.80 403.20 82.50 
19 42 121.50 136.50 214.10 403.70 83.10 
20 42 124.10 139.40 217.60 404.30 83.80 
21 41 126.70 142.60 221.10 405.00 84.60 
22 40 129.40 145.90 224.80 405.70 85.50 
23 40 132.50 149.40 228.70 406.40 86.40 
24 39 135.50 152.90 232.70 407.20 87.30 
25 38 138.80 156.80 236.80 408.00 88.40 
26 38 142.40 160.90 241.20 408.90 90.20 
27 37 146.00 165.00 245.70 409.90 91.90 
28 36 149.80 169.50 250.30 410.90 93.50 
29° 36 154.10 174.10 255.20 412.00 95.10 
30 35 158.40 179.10 260.20 413.20 96.80 
31 34 162.90 184.30 265.50 414.50 98.80 
32 33 167.70 189.70 271.00 416.00 101.00 
33 33 173.10 195.50 276.70 417.50 103.70 
34 32 178.60 201.60 282.70 419.20 106.80 
35 31 184.40 208.10 288.90 421.10 110.50 
36 31 190.90 214.90 295.40 423.20 114.70 
37 30 197.40 222.10 302.30 425.50 119.60 
38 29 204.50 229.80 309.40 428.00 125.20 
39 28 212.00 237.80 316.90 430.90 131.60 
40 28 220.30 246.50 324.70 434.00. 139.00 
41 27 228.80 255.50 333.00 437.50 147.30 
42 26 238.10 265.20 341.70 441.40 156.60 
43 26 248.10 275.60 350.90 445.80 166.90 
44 25 258.70 286.50 360.60 450.60 178.50 
45 24 270.10 298.10 370.90 456.00 191.20 
46 23 282.40 310.50 381.70 462.00 205.20 
47 23 295.40 323.70 393.20 468.70 220.50 
48 22 309.60 337.80 405.50 476.20 237.40 
49 21 325.00 352.80 418.40 484.50 256.00 
50 20 341.70 368.80 432.20 493.60 276.60 
51 20 358.40 385.80 446.90 503.70 299.40 
52 19 377.70 403.90 462.50 514.90 324.60 
53 18 398.70 423.30 479.10 527.30 352.40 
54 18 419.00 443.90 496.90 541.00 383.20 
55 17 443.30 465.90 516.00 556.00 .... 
56 16 470.10 489.50 536.40 572.60 
57 16 494.70 514.60 558.30 590.90 
58 15 525.90 541.50 581.80 611.10 
59 14 560.60 570.30 607.20 633.20 
60 14 590.40 601.00 634.40 657.40 
61 .. ~~... . 639.00 668.80 686.50 
62 679.30 705.50 718.20 
63 722.10 744.80 755.20 
64 767.60 786.90 795.20 
65 816.10 832.10 838.50 


PHOENIX MUTUAL SCHEDULE 


New Dividends for Company’s Principal 
Policy Forms Are Given at Five- 
Year Intervals 


The Phoenix Mutual Life has issued a 
new dividend schedule, showing the 
dividends actually declared for the last 
half of 1929 and the first half of 19% 
and estimates on future dividends. The 
dividends for the leading forms, at five 
year intervals, follow: 

Annual Life 








An. Ist 5th 10th 15th 2 
Age Prem. Year Year Year Year Yea 
15....$ 14.15 $2.46 $2.70 $3.57 $4.02 $45 
20.. 15.64 2.57 2.88 3.84 4.39 5.0 
25.. 17.52 2.72 3.11 4.18 4.89 1 
30. 19.94 2.91 3.41 4.64 4.90 5% 
35 23.10 3.20 3.84 4.61 5.03 i531 
40 27.26 3.46 3.70 4.65 5.23 iW 
le 32.89 3.25 3.67 4.79 5.58 6% 
50. 40.59 3.11 3.67 5.05 6.55 7.4 
——_ 51.19 3.04 3.82 6.02 7.60 4% 
60. 65.92 3.00 4.78 7.12 8.88 10. 
65. 86.59 4.28 5.94 8.55 10.36 122 
20-Payment Lif 
B.. 21.74 2.30 2.83 4.15 5.12 6.5 
20.. 23.46 2.41 3.02 4.42 5.52 6.3 
25. 25.54 2.56 3.24 4.77 6.00 7.4 
30.. 28.06 2.75 3.54 5.22 6.10 7.3 
35.. 31.19 3.03 3.97 5.22 6.32 78 
40.. 35.09 3.03 3.84 5.30 6.58 83 
45.. 40.14 3.10 3.80 5.43 6.95 9 
50.. 46.88 2.98 3.81 5.67 7.78 10 
55.... 56.13 2.95 3.95 6.52 8.66 11 
60 69.18 2.93 4.86 7.46 9.67 12. 
20-Year Endowment 

15.. 42.80 1.87 3.23 5.74 8.20 11.1 
20. 43.09 2.01 3.37 5.89 8.32 112 
35.. 43.48 2.19 3.55 6.08 8.50 113 
30.. 44.05 2.43 3.81 6.35 8.48 114 
35.. 44.92 2.74 4.17 6.26 8.49 113 
40.. 46.35 3.06 4.04 6.21 8.52 11: 

5. 48.79 2.92 3.98 6.20 8.60 12! 
50.. 52.98 2.86 3.96 6.27 9.00 124 
55.. 59.92 2.87 4.05 6.90 9.47 12 

Endowment at 65 

15.... 16.16 2.42 2.74 3.73 4.31 3” 
20. 18.18 2.50 2.91 4.02 4.76 i. 
25. 21.08 2.64 3.17 4.44 5.40 of 
30. 24.82 2.81 3.49 4.99 5.62 6.9 
35 30.01 3.06 3.94 5.13 6.13 «* 
40 37.44 3.25 3.88 5.48 6.99 9” 
45 48.79 2.92 3.98 6.20 8.60 12" 
50. 67.74 2.56 4.30 7.72 11.90 
55 104.86 1.99 5.24 11.42 


POLICY COVERS “B. & L.” DEBTS 


Sentinel Life Is Patenting Plan to Re 
Pay Loan Association If 
Borrowers Die 


KANSAS CITY, MO., Aug. 8- 
new policy, designed; to protect, ® 
nominal cost, persons borrowing 1r0! 
loan associations from non-payment © 
debt in case of disability or death, 
been issued by the Sentinel Life het 
The new policy is being sold to bo 
rowers making loans from the Fat 
& Home Building & Loan Associati 
of Nevada, Mo. 

At the time the loan is 
amount of the loan will be increased "| 
cover the cost of a single premium 
year decreasing term contract, Ww! 
disability clause. The association ' 
beneficiary. In case of death before ™ 
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contract will fulfill the obligation, and | is only $2.60 per month for the period 
in case of total disability, the disability | of the loan. Following are the rates: 
portion paying $12.50 a month per $1,- Bomanaing 

s é ‘e 
00 will take up the monthly payments | ____ ates for New Policy Year Amt. 
at the end of 60 days and continue | 20...$ 49.98 40...$ 71.95 . $1,000 
them until recovery or until the loan | 2!--- ery bel bas ‘- 950 
has been paid off. — , 23 51.55 43... 80.73 4. 

The premium is included in the loan 24 52.13 44... $4.08 s. 125 
and is paid automatically by the loan | 53° 53.40 =" 93.03 7" 595 
association on the order of the borrower | 27. 54.06 47... 98.09 8. 425 
out of the proceeds of the loan. There = pt pap ret! ry a 
js no opportunity to neglect payment of | 39°°" 56.45 50... 117.31 , — 
the necessary deposit and thereby lose | 31 57.37 51... 128 30 
this protection. A copyright has been So et _ ae as 
applied for on the plan. 34 60.83 54... 147.47 

The first policy under this plan has | 35... 62.25 55... 154.40 
been issued, guaranteeing repayment of + brat + 161.13 
a $25,000 loan. On a $5,000 loan, as- 4 38 67 51 58... 173-64 
suming the borrower is 35, the total cost { 39 69.61 59... 179.25 
AGENCY SCHOOL IN SPOKANE | in Albuquerque to celebrate with E. D. 

Sisk, state agency manager, the 25th 
os anniversary of his connection with the 
Dr. Van Arsdall Conducts Training company. At a dinner at the country 

Course in Office of Manager McCoy club, attended by 35 persons, Dick 

of Equitable, New York Oliver of St. Louis, inspector of agen- 





The school of instruction conducted 
by Dr. G. B. Van Arsdall of the Equi- 
table Life of New York, reported in a 
recent issue of THE NationAL UNDER- 
wriTEk to have been held at Seattle, 
actually was in Spokane, July 1-20, 
C. H. McCoy, agency manager for the 
compan) in Spokane, hastens to state. 
“We like to get credit for being on the 
map,” Mr. McCoy explained. “This is 
an important section of the United 
States in natural resources and in prog- 
ress being made along every legitimate 
line of growth and development. The 
territory of this agency is listed as rural 
and we enjoy the proud distinction of 


better than $10 per capita in production | *€ : 
» P | Keffer, assistant 


year by year.” The school was attended 
by Equitable Life agents from eastern 
Washington and northern Idaho. 





Progressive Expects License Soon 


The Progressive Insurance Company 
of Denver, recently incorporated with 
$100,000 capital, is being organized by 
Galen Byrnes, who is an officer of the 
Progressive Mutual, Denver accident 
and health company. Mr. Byrnes is an 
experienced insurance man and has been 
a resident of Denver for many years. 
The new company will write life insur- 
ance. It has not yet been licensed, but 
expects to complete its organization 
plans in the very near future. 





Celebrate Sisk’s Anniversary 


Fifteen agents of the New York Life 
rom different parts of New Mexico met 





cies for the southwest department, told 
of how he started Mr. Sisk in the in- 
surance business at San Antonio, Tex., 
in 1904. Mr. Sisk was presented with a 
handsome gladstone bag by his agents. 





Aetna Life Men at Del Monte 


Agents of the Aetna Life from Texas, 
Oregon, Washington, Utah, Colorado 
and California are meeting this week in 
Del Monte, Cal., for the second annual 
Pacific Coast division conference. The 
home office officials attending the 
meeting are K. A. Luther, vice-presi- 
dent; W. H. Dallas, assistant vice-presi- 
dent; Parker M. Cort, associate med- 
ical director; P. W. Watt, superinten- 
tendent of the group division; R. H. 
actuary, and C. §&. 
Richardson, division superintendent. 
The ‘meeting will last three days and 
during the business sessions entertain- 
ment features will be arranged for the 
enjoyment of the guests. 





George A. Stoecker Promoted 


George A. Stoecker has been pro- 
moted to assistant manager of the Den- 
ver office of the Travelers. He has been 
field assistant in the Denver office since 
1923 when he went there from Cheyenne, 


Wyo. 


Continental National in Montana 


Officers of the Continental National 
Life of Denver announce that the com- 
pany has been admitted to Montana. F. 
M. Setchell of the home office agency 
department has gone to the new field 
to organize it. 











ACCIDENT AND HEALTH FIELD | 











MOUNTRY IS SUPERINTENDENT 


Appointed by President Morris of Stand- 
ard Surety & Casualty as Accident 
and Health Head 


NEW YORK, Aug. 8—Andrew J. 
Mountry, newly appointed by President 
Frank G. Morris of the Standard Surety 
& Accident as superintendent of its 
accident and health department, will as- 


_ the office in September. 
lr. Mountry has been associated 
with the casualty field for many years, 


avin een successively employed by 
og Oni n Casualty & Surety of St. 
St Louis, Maryland Casualty, Philadel- 
phia Casualty, Frankfort General, and 


healtl I! "=. manager of the accident and 
e-aith devision in the metropolitan of- 
“ce ot the Ocean Accident. 


18 


> > general education was secured at 
p the Staun 


» and West 
by a spec 
medical < 


ton (Va.) Military) Academy 
Virginia University, followed 
ialized course at the Bellevue 
Hool of this city. 





COMPANY MOVES TO JACKSON 
Mississippi Life & Casualty Is Now 
Completing the Work of the 
Organization 
The Mississippi Life & Casualty of 
Meridian, Miss., now in process of or- 
ganization, has moved its headquarters 
to Jackson, its charter having been 
changed. It has taken offices in the 
Millsaps building in Jackson. Major 

C. Cadenhead is fiscal agent and 
active vice-president. The company ex- 
pects to begin business when it has 
$100,000 capital paid in. Dr. W. W. 
Smithson of Jackson is president; Dr. 
J. W. Barksdale is chief medical direc- 
tor. George May, one of the prominent 
attorneys in Jackson, is general counsel. 
The authorized capital is $1,000,000. 





Annex Nearing Completion 


The new addition of the National Life 
& Accident building in Nashville is 























Substantial Growth 


Based on Service and Good Management 


The Central Life Assurance Society (Mutual), 
operating in 24 states, and with nearly $200,000,- 
000.00 insurance in force, is the largest American 
insurance company of its age, save one, built other 
than by consolidation. 


Service to policyholders has been an important 
factor in the consistent growth of Central Life 


during 33 years. Today the company is rated 
“excellent” in regard to management, assets, re- 


serves and mortality. 


General Agency Opportunities 





Attractive general agency openings are now under 
consideration in Akron, Youngstown and Columbus, 
Ohio. 


We will be glad to consider applications from men 
interested in these territories. 


Central Life 


Assurance Society 
(MUTUAL) 

T. C. DENNY, President 

DES MOINES IOWA 

The company that is OLD enough to be 

thoroughly established but YOUNG 
enough to offer exceptional 
opportunity 




















AMERICAN LIFE 
INSURANCE CO. 








OFFICES 


DALLAS, Home Office Building 
CHICAGO, 128 N. Wells St. 


Prompt Service From Both Offices 
Maximum Security to Treaty Holders 














BERT H. ZAHNER 
Chicago Manager 


MERLIN OATES 
Actuary 


MORTON BIGGER 

Secretary A. C. BIGGER 
C. W. SIMPSON _ 
Medical Director 
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INDIANAPOLIS, INDIANA 


A Legal Reserve Life Insurance Company 
Popular Monthly Premium Plan 
Liberal Agency Contracts Non-forfeitable Renewals 


Opportunities for Agents & General Agents in Indiana 




















HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
ae 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 




















Active Markets in 


Insurance Stocks 


Bank Stocks 


Miller Investment Company 


120 So. La Salle St., Chicago 
Telephone Franklin 7888 

























ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


Participating and Non-Participating Policies—-Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


it You IOWA-NEBRASKA-MINNESOTA-AND SOUTH DAKOTA 
THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


COL. C. B. ROBBINS. Free. pecesnnsie Cc. B. SVOBODA, Secy. 
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nearing completion and promises to be 
ready for occupancy early in the fall. 
The annex is being erected at a cost of 
$150,000. It adjoins the present building 
of the company and is of the same type 
of architecture. While the present plant 
is practically new, officials soon saw the 
need of more space to take care of grow- 
ing business. 


Industrial Business Going Strong 


PHILADELPHIA, Aug. 7.—The Gen- 
eral Accident reports that its industrial 
accident business is showing a 100 per- 
cent increase. Commercial business, 
while not showing such a phenomenal 
increase, is reported holding its own in 
increase in volume. Health losses are 
reported as still running high with the 
contributing cause said to be after- 
effects of the “flu” epidemic. 

The General Accident declares that its 


accidental death rate is running abnor- 
mally high, with at least half of the 
deaths due to the automobile, a_ fact 


confirmed by government statistics. 


National L. & A. Promotions 


Cc. D. Heath of Toledo, R. L. Johnson 
of Springfield, O., and J. Friedlander of 
St. Louis have been promoted to super- 
intendencies in their respective districts 
by the National Life & Accident. E. E. 
Atterbury of Kansas City, Mo., has been | 








promoted to a superintendency in t 
St. Joseph, Mo., district. 





Torrance Addresses Seattle Managers 


SEATTLE, WASH., Aug. 17.—T 
Seattle Health & Accident Managers As 
sociation at its last meeting was a 
dressed by J. H. Torrance, 
dent of the Business Men’s Assurance 
charge of claims, and also by E. y 
Grout, Seattle claim manager. Mr. To, 
rance discussed the relationship betwee 
underwriting and claims and 
the social service of accident and 
insurance, as well as citing 
and unusual claims. Mr. Grout out 
methods of stimulating 
ness. 


spoke 


The association passed a resolut 
commending the aims and purposes 
the Insurance Society of Washingt 
J. F. Bamford of the Northern Life y 
elected chairman of the members 
committee, taking the place of R 
Morgan, who has left the accident a 


health business. 
Dickinson San Antonio Manager 
Oo. S. Dickinson, who has been 
charge of the San Antonio, Tex., 


distr 


of the Washington Fidelity National fe 
the past four months as acting mar 
ger, has been appointed manager in th 
district. 


J. O. Wynkoop, an agent in the Jerse 
City district, has been promoted to fielj 
superintendent in that district. 





NEWS OF THE 





FRATERNALS 











AUTOMATIC ASSESSMENTS, 


New Modern Woodmen Policies Con- 
tain Clause Auhorizing Fraternal 
to Tap Reserves 





Announcement is made by the head 
officers of the Modern Woodmen of 
America that the new policies offered 
will contain an automatic assessment 
loan feature which is expected to save 
members who forget or delay in the 
payment of assessments when levied. 
Under this provision if an assessment 
becomes due and is not paid the society 
will automatically take from his reserve 
the necessary amount and charge it as 
a loan against his certificate. This is 
limited, necessarily, but the member is 
to be permitted to follow this practice 
of having assessment and dues charged 
each month, within those limits, until 
he is able to resume payments in cash. 
After three months interest at 6 percent 





compounded annually will be charged = 
these loans. Repayments in whole or 
part may be made without furnishing: 
health certificate. If the total amow 
of loans and interest at any time equ 
or exceed the reserve the certificar 
lapses, but may be reinstated by pay 
ment of moneys due. 


Must Bring Up Mortuary Fund 


Following a hearing Friday, Judge ¢ 
S. Younger, Ohio superintendent of i» 
surance, directed the American Russia 
National Brotherhood of Cleveland t 
bring its mortuary fund up to 100 pe- 
cent and properly apportion it betwee 
the adult and junior branches. Findix 
that $29,000 of the $60,000 owned by th 
brotherhood is invested in banks and! 
a building and loan association in whic 
association the officers of the brother 
hood are interested, he advised a rea 
justment of its investments to comp! 
more thoroughly with the intent of th 
law. 


Vice - presi. 


interesting 


summer bus. 
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INDUSTRIAL DISTRICT RECORD 


Western & Southern Office Leads En- 
tire Force of Company During 
Eight Years 


Division A of the Western & Southern 
Life, including districts of eastern Ohio, 
part of Kentucky and Michigan, under 
direction of Superintendent of Agencies 
S. H. Smith, holds a record that will be 
hard to match with its continuous 
leadership for the past eight years. The 
efforts of Mr. Smith have resulted in 
keeping the organization keyed to the 
highest pitch of loyalty and interest in 
success of the division. The division 
has passed its 1928 record in both indus- 
trial and ordinary branches and it is 
expected will eclipsed its best record by 
a large margin during 1929. Division A 
again this year leads the entire field in 
industrial increase and holds a high 
place on the roll of honor for ordinary 
production. 


Prudential News 


Joseph P. Lee, formerly assistant su- 
perintendent in the New York No. 16 dis- 
trict, located in East 180th street, has 
been promoted to the superintendency of 





the Providence No. 1, R. L, district, suc- 
ceeding Superintendent Harry B. Brice, 


who goes into retirement after mati 
years of loyal service. 

Thomas F. Mullen, formerly assist#® 
superintendent at New London, Com 
has been named superintendent of 
Pawtucket, R. I. district. 

Agents Albert J. Crisfield, Canajohat 





N. Y¥.; John A. Doyle, Pawtucket, BR * 
and James D. Jones, Norwich, Com 
have been promoted to be assistant ® 
perintendents. 


Old Line Life Holds Outing 


The home office of the Old Line 
of Milwaukee held its annual picnic’ 
Golden Lake. The program, arrang 


by R. H. Casper, general chairmat 
cluded a baseball game between the?! 
and accident and health departments” 
well as other games and contests © 
the entire office and field force. * 
accident and health group won ” 
silver cup, which has been in circulas® 
since 1922 as a trophy to the win 





ball team of the year. 


Manufacturers’ Life 


The Manufacturers Life of Tor 
announces the adoption of substant® 
reduced rates of premiums for pa 
pating policies. The reductions am" 
to about 20 percent. The Manufactut d 
is the first of the large Canadian ™ 
panies to take this step. 
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Booming Whatley - 
for Presidency 


(CONTINUED FROM PAGE 3) 


=. 
Every man of us is proud of him and 
will take off our coats and work for 
him.” 

Chicago has not had a national presi- 
dent since L. Brackett Bishop of the 
Massachusetts Mutual served in that ca- 
pacity in 1912. In fact Chicago has only 
had two national presidents, the late 
Charles H. Ferguson, manager of the 
Mutual Life serving in that connection 
in the early days of the organization. 
Chicago has one of the largest local as- 
sociations and now that it has the man 
capable to hold the high office of pres- 
ident it feels that the time, the place 
and the man can well be combined. 


Mr. Whatley’s Career 


Mr. Whatley was born on a farm near 
Greensboro, Ala., Jan. 9, 1887. He grad- 
uated from the University of Alabama 
in Tuscaloosa in 1907. When he left col- 
lege he entered the local agency of 
George C. Whatley & Co. of Birming- 
ham, serving for two years. In 1909 he 
took the rate book for the Massachu- 
setts Mutual and became its soliciting 
agent in Birmingham. In 1911 he was 
appointed assistant state manager of the 
Reliance Life of Pittsburgh with head- 
quarters at Birmingham. A year later 
he was appointed state manager at Seat- 
tle for the Reliance. In 1913 the 
Reliance Life called him to Pittsburgh 
to be the manager of its home office 
agency. It was in this connection that 
Mr. Whatley began to attract atten- 
tion because of his constructive work 
and organizing ability. 

Becomes Chicago Aetna Life Manager 


He was made manager of the Aetna 
Life in Chicago territory in 1923. At 
that time he was president of the Pitts- 
burgh Life Underwriters Association. 
When he took charge at Chicago the 
three agencies of the Aetna Life were 
combined, they producing at that time 
about $8,000,000 a year. He has brought 
the production to $18,000,000. He has 
45 full time agents in the city and 14 
outside. 

Mr. Whatley served as director of 
the Chicago Life Underwriters Associa- 
tion for four years and was elected its 
president in 1926. He was chosen vice- 


} president of the National asspciation at 


the Detroit convention last year. He is 
a member of the board of the trustees 
of the National body. He is a mem- 
ber of the advisory committee of the 
American College of Life Underwriters. 
He is a member of the general agency 
advisory council of the Aetna Life. 
When he was president of the Chicago 
association he brought about a plan of 
cooperation between the life agencies 


| and the trust companies of the city, de- 


} veloping a scheme whereby the two in- 


a ar 


terests work in harmony. 

In 1913 Mr. Whatley married Miss 
Erwin Scott of Mobile, Ala., one of the 
charming young women of her city. He 
Nas two children, a boy 15 years of age 
and a daughter 14. 


_ Results of Survey on 









Non-Medical Announced 


(CONTINUED FROM PAGE 3) 






disability benefit to waiver of premiums 
only and another company to premium 
Waiver and a maximum of $30 monthly. 
Anotl ‘ompany placed the disability 





Maximum at $2,500 males and $2,000 
females while writing ordinary non- 
ye cases up to a maximum of $10,- 

’ 10r males and $2,000 for single and 
Ww id Ww wage earning women. Two 
— es rr tag they extend total dis- 
women y — and single and widowed 
restrict ton earners. One company 
men althenst disability nonmedical to 
medical c: ugh it writes ordinary non- 
‘ “Mitdi Cases tor women on the same 


Dasis 


total r men Another company limits 
of aes uity to cases over 20 years 
age while writing nonmedical in the 


= limits of 1 to 45 years. 
egarding the forms of policies that 


ny 








will be issued nonmedical, 26 companies 


reported they issue all of their regular 
policies on that basis, while 34 except 
only term cases. Eleven others bar term 
and preferred policy forms, Most of 
the other companies except term cases 
as well as their only special policies sold 
to very select risks. Three companies 
except only their preferred risk policies 
and another company will write any 
policy but its modified life form. 

The convention’s chart also shows the 
laws covering nonmedical cases in the 
various states. Arizona, Iowa, Louis- 
iana, Massachusetts, Minnesota, Missi- 
ssippi, Nebraska, North Carolina and 
Oklahoma have statutory limitations or 
restrictions respecting nonmedical in- 
surance. 


Millionaires’ 
Topics Listed 


(CONTINUED FROM PAGE 5) 


ager of the Life Insurance Sales Re- 
search Bureau, will speak on “The Mar- 
ket for the Second Hundred Billion.” 
Ernest J. Clark of Baltimore, president, 
and Dr. S. S. Huebner, dean of the 
American College of Life Underwriters, 
will have a place on the program. Wil- 
liam M. Duff, of Pittsburgh, head of 
the Edward A. Wocds Company and 
secretary of the college, will also speak. 
Lecture by Charles Colfax-Long 


One of the entertainment features 
will be a ball Wednesday evening, when 
the Washington association will be the 
host to the convention. Immediately 
preceding the ball there will be an illus- 
trated lecture by Charles Colfax-Long, 
who will give his famous talk on 
“Washington from Dawn to Dusk.” 
Mr. Colfax-Long has delivered this lec- 
ture to distinguished gatherings 
throughout the entire United States, 
and has devoted years to the collection 
of the pictures which he shows of the 
beautiful city in its various aspects. 
Those who have the pleasure of attend- 
ing this lecture will take away with 
them a delightful picture of the nation’s 
capital. 

The ladies of the Washington asso- 
ciation will be hostesses to the ladies 
attending the convention at a tea which 
will be given in one of the most attrac- 
tive settings in the city. Arrangements 
are also being made to facilitate a trip 
to Mount Vernon, for which ample 
transportation will be available for all 
who wish to go. 


Coast Not Sewed 
Up by Big Bank 


(CONTINUED FROM PAGE 5) 


own company, but it is regarded as 
affiliated with the  Phillips-Cochran 
group. In a sense it is true that the 


Bank of Italy is the dominating influence 
in San Francisco and the “P.M.” in Los 
Angeles. The Pacific Mutual has paid 
its profits to stockholders out of its 
non-participating and its accident de- 
partments and the participating life de- 
partment has made no contribution to 
the stockholders. 
Cautious in Investments 


It has not of late pursued the policy 
of investing in common stocks but it 
is going into this field cautiously and 
only to a certain extent shortly. In 
short, while the Pacific Mutual itself is 
pursuing the even tenor of its way, its 
two officials are “in big business’ in a 
big way in southern California and are 
at the head of one of the formidable 
groups that are gradually forming in 
various centers outside of New York, 
and which are ready to do anything the 
New Yorkers can do and even go them 
one better. 


Penn Mutual’s July Record 


The Penn Mutual reports a gain of 
32 percent in paid-for new business for 
the first seven months and a gain of 25 
percent for July. 
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WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address M-50, care The National Underwriter 

















The Reason 


will interest youif....... 


in 
ten years 


12 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


eS NRE ERERR SA 


TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Lowisiana. 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 
ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
amd some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928, 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 
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Favorably Known 


From Portland, Maine, to Portland, Oregon, the 
Union Mutual is known as 


The Friendly Maine Company 


A healthy growth is being experienced by this Com- 
pany, which has maintained high ideals of service 


for 80 years. 


Union Mutual Life 


Insurance Company 
Portland, Maine 





Incorporated 1848 














OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 








GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. 


POSE BARRY DIETZ 
President 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 


Chicago 


WM. j. ALEXANDER 
Secretary 


Successor to 


T. F. BARRY, Founder 








General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 


Contingent Reserve, $500,000 


E. D. SEIP, 
President 





Surplus, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. Mgr 














Read “Summer Season Sales Letters” 


Actual letters are suggested in the August issue of 
The Accident and Health Review which will help you 
take the “SUMMER SLUMP” out of your accident 


and health profits. 


Sign the coupon and 
receive this idea-giving 
accident and health 


magazine for one year. 














The Accident and Health Review 
175 W. Jackson Blvd. 
Chicago, Ill. 


Gentlemen: Put me down for a year’s subscription 
starting with the August issue and bill me for $2. 


Name 
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Two Weeks’ Contest Brings 
100 Percent More Business 





Osborne Bethea, home office repre- 
sentative of the educational department 
of the Penn Mutual, spent two weeks in 
the Karl E. Madden agency of the Penn 
Mutual in Davenport, Ia. Mr. Bethea 
conducted agency meetings every morn- 
ing. A contest for new business for the 
last two weeks in July resulted in 100 
percent more written business than was 
written the first two weeks. 

The Davenport agency had a 100 per- 
cent increase in paid for business for the 
first seven months of the year over the 
first seven months of 1928. In 1928, 
paid business was 95 percent in excess 
of 1927. 

Mr. Bethea left Davenport after an 
agency dinner attended by practically 
every member of the agency. 


Passes Six Million for July 
New business of the Northwestern 
National Life set a new high mark for 
July when it reached $6,003,887, mark- 
ing the first time a $6,000,000 total has 
been attained in July. 
This was a 14 percent gain over July, 


1928 total of $5,237,478, the former 
record for the month. July was the 


opening month of the company’s 1930 
convention contest, which is being con- 
ducted on a point score basis similar to 
the regional convention contest) which 
closed June 30. 

The White & Odell agency of Min- 
neapolis, with its third successive month 
of $1,000,000-or-more production, ranked 
first among the agencies for July, with 
the Hugh B. Keck agency of Chicago 
second, the A. W. Crary agency of 
Fargo third, and Cravens, Dargan & 
Co. of Houston, fourth. 


Oklahoma State Meeting 


On Aug. 30, all the men of the Lin- 
coln National Life who have territories 
in Oklahoma will hold a state meeting 
in Oklahoma City. The meeting will 
be under the direct supervision of Mr. 
James B. Rogers, agency manager in 
that territory, and will include an in- 
teresting sales and educational program. 
Particula rattention will be given to the 
local conditions in life underwriting. 


Fraternal Delegates Chosen 


Three official delegates to the Ameri- 
can Life Convention meeting at Cin- 
cinnati, Oct. 16, have been named by 
the Life Presidents’ Association, Jesse 
R. Clark, Jr., chairman, president Union 
Central Life; John Barker, vice-presi- 
dent and general counsel Berkshire Life; 
and Andrew E. Tuck, assistant secre- 
tary Equitable Life of New York. 


Provident Mutual’s July 


Franklin C. Morss, manager of agen- 
cies of the Provident Mutual Life, an- 
nounces the greatest July business it 
has ever had in the history of the com- 
pany. Paid for business was over $11,- 
000,000. The writings are practically 
16 percent ahead of July of last year. 


Conway Seeking Views 


Superintendent of Insurance Albert 
Conway of New York, who will read a 
paper before the National Convention of 
Insurance Commissioners on “Invest- 
ments of Insurance Companies,” has 
written to the presidents of companies 
licensed in the state seeking an expres- 
sion of their views as to whether any 
liberalization, restriction or modification 
of present law seems desirable. 


Roger B. Hull, general manager of the 
National Association of Life Under- 
writers, returned to his office this week 
after spending a month in his north 
woods retreat in New Hampshire, where 
he was unable to keep his attention 
entirely on vacationing, for he returned 





with a brief case full of work. 



































ACROSS 
THE 
NATION 


Extends the Territory of 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 
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on | the property would pass to your heirs or 


plan to you without any obligation 
Suggested Approaches That Have your part which is the occasion of this | | estate, would you be interested?’ 


3 call.” (A life insurance policy for the 20. “Mr. Prospect, I have a very in- 
| Proved Successful 1 In the Canvass for amount of his book accounts will col- | teresting plan for buying $1,000 on the 
: lect them in full at his death.) installment plan, in which, it is believed, 












| 

B ° B N b t A t . -. 2 you will be interested. May I have a 
usmess VY a umper O gen Ss few minutes of your time to tell you | 

18. Mr. Prospect, with the thought | about it?” 

| Here are 22 suggested approaches | crisp, new dollar bills promptly followed | that you could use a practical desk cal- 21. “Mr. Prospect, may I ask you a 

vhich have been collected by F. W.| with the question: “Mr. Jones, how | endar, and would appreciate it, I have | question?” Answer: “Yes.” “Do you 

sic superintendent of agencies of the | would you like to have paid to you at | called to present this to you. We are] believe in saving money?” Answer: 

M incon National Life, every one of | some future convenient date $1,000,| very much interested in keeping the | “Yes.” “I thought you would answer 

bvhich has been actually successfully | $2,000 or $5,000 of these dollar bills, and | name of our company before men like | as you did and, therefore, I know you 

sed by agents of that company: if you knew that it would only require | you, and at some time convenient to | will be very much interested in our 

© 1. Get name of family from neighbors an annual deposit by you of about three | you, I would like to present some sug- | insured savings account about which I 

Ewho are policyholders, then say: “Mr. | of these (here at this point law down | gestions, which to you at this time, I | have come to talk to you.” 







lank, I am your neighbor’s agent for | three new pennies) for each dollar, | know will be very worth while. What $2. Approach for use in connection 

he Li incoln National Life. May I step | would that be interesting?” timed during the day are you the least | with a little savings bank: “Mr. Prospect, 

‘- 2 busy—10 o'clock in the morning or | can you save ten cents a day? If you 

2. L. G. Saunders uses this approach: 12. Mr. Prospect, does your firm pay | around 2 o'clock in the afternoon?” really wanted to, Mr. Prospect, couldn't 

‘Good morning, Mr. Blank, when you | you a pension when you reach age 65? 19. An apnroach for the real estate| you save ten cents a day, and if you 

sroad were born, you had a father, a mother | 43. Produce a circular with a picture | man: “Mr. Prospect, if you could buy | knew that by so doing under our sound 


mand a name. Don’t you think it would | of an old man on the cover, and when | that valuable piece of improved property | plan of savings you would increase your 
ency Be fine lor sentimental reasons to make presenting it to a prospect, say, “Where over there for a down payment of only estate $1,000, wouldn’t you be _ inter- 
four mother the beneficiary of a $5,000 | wil] you be at age 65? Have you given | 3 percent of the total purchase price, and | ested? If I may have a few minutes 


ou jifei nsurance policy?” that much thought, Mr. Prospect? If equal annual payments thereafter, and | of your time now, I will gladly sit down 
o < 9 you haven’t, I would like to make some | ii you could at the time of purchase be | and tell you briefly all about the plan, 
3 For the home owner: “Mr. Blank, | Simple suggestions for: an annuity in- guaranteed that in the event of your | which, as I said before, is sound, for it 





come for the old man.’ premature death all future payments | is; sponsored by one of the country’s 


St interested me to learn that you had . . tf « A 
14. Produce a circular prepared for ; would be cancelled and a clear deed to‘ largest financial institutions. 


bought a home, I have one of my own. 
CE Have you ever thought about making it | use in soliciting business women and | ——— = —— 




















family’s?” comes, which will it be independence 


4. For a young man: “Good morn- | °F dependence ” 


truly and permanently yours and your | “tate to the prospect: “When old age 
Blind ‘Men Is Grateful For Radio Tip 
















Cost Hing. I am looking for a young man be- ! ‘ , ; ee ee 
’ — € 4 e © > > . 52 ° y 5. = f eC . : Ss _~ < @ ° ‘ . ~ 
‘ompt co oe 30, interested in saving | cen ~4 a, 2 es agg oon Some persons may curse radio. as a quick to see in the insurance business 

5. “Mr. Blank. I want to show you | much interested in some worth while nuisance that blares forth the strains of an avenue for endeavor where brains 
what 3 percent of your income will do.” | information concerning a man’s par | 4 Jazz orchestra during the wee sma | and business acumen, more than vision, | 

6. “Have you ever been vaccinated | value and how your par value may sud- | hours when sleep is most refreshing, would count in attaining success. He 
against old age dependency” | denly be subject to severe downward | but Morris Frank, representative of the scorned sympathy. His appeal to a 

TH » 7. For a business man: “Your divi- | fluctuations. I am prepared to give you | Provident Mutual in Nashville, looks | prospect was strictly a business propo- 

: Blends are safe as long as the organiza- | such information which I shall be glad | upon it as the greatest blessing in his | sition. He sums up his career briefly 
Btion is nning smoothly. But, what | to furnish without any obligation on | life. in the following words: 
BVould email if you were not here to | your part.” One night he was tuning in various “On February 8, 1924, I realized I | 
keep it so?” 16. “Mr. Prospect, if you knew that | stations on a radio, when he turned to | had eye trouble. I went to all the lead- 

8. For an auto owner: “Did you read | by depositing with my company say, | WSM of the National Life & Accident | ing specialists of the country. I made 

rage Sof the automobile accident on ........ | from $40 to $50 per month, as long as] at Nashville. A message came over | a desperate fight but it was to no avail. 
Juick ie treet yesterday where .......... . lost | you live that my company would be space to Mr. Frank that has raised him | I saw that I would be unable to save 
is life? Have you ever thought of your | willing to guarantee the payment of | from despair and a grinding struggle | my vision, and realized that I must ad- 

\uto- own hazards as a car owner?” | $100 a month to your wife as long aS | for existence to a position of financial | just myself to my new condition. A 
onl x “ What about your own old man? she lives, would you be interested?” independence and business and social famous doctor told me: ‘My boy, you 

, bout the old man coming down | * ¢ *& importance in Nashville. For he is and | are young. It is futile to go to more 

rance the road to meet you? 17. An approach for a doctor: “Doc- | was blind, making his own way in the | doctors. Remember _ this, a winner 
. and i. | tor, have you any old delinquent ‘ac- | world, and the message told of the pos- | never quits and a quitter never wins.’ 

10. “Mr. Blank, have you decided yet | counts receivable’ for which you would | sibilities to be found in selling life in- | That was the ultimatum delivered to me - 
to what college you will send vour | be willing to receive a cash settlement | surance. at the age of 16. But I was determined 
boy?” . , |at some future convenient date? My Naturally possessed of a determina- | to go to college. 

ll. Display to the prospect a few company is prepared to submit such a_ tion and spirit to win, Mr. Frank was! “With the aid of a negro guide, I 






Quit Guessing—Know what You Are Doing! 


By Using the Standardized 


DALLWIG Commission RECOR 


“It dignifies your business’’ 
The Recognized Standard Policy Register for the Life Underwriter! 















No complicated bookkeeping. Just a quick simple, 
common sense method of bringing before you at a 
glance all the facts relating to your written business! 








eco" “TEAR OFF THIS COUPON AND MAIL TO-DAYS 3 = = — 
| P. G. Dallwig, Inc., 105 W. Adams St, Chicago. 


ASENT'S NAME Send on without obligation the whole story about the 
Standardized DALLW IG RECORD. Also send price list. 
















Your Own Name in Gold on the front cover of your binder as illustrated. 
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Hotel Brevoort 


Madison St., East of La Salle 
CHICAGO 


Convenient proximity to Chi- 
cago’s financial and insurance 
districts is only one of the many 
advantages enjoyed by Brevoort 
guests. Here, at moderate prices, 
are cheery, well furnished rooms, 
faultless appointments, and 
service that anticipates your 
every need. 


Two and one-half blocks from 
the world’s busiest corner and 
the State Street shopping cen- 
ter; close to the _ principal 
theaters, depots, and all classes 
of transportation. The Brevoort 
restaurants are famous from 
coast to coast for quality of 
food and service. The garage 
extends special courtesies. At- 
tendants call for cars of arriving 
guests without extra charge. 
Room rates: One person, $3.00 
to $5.00 a day; two persons, $3.50 
to $8.00. 
E. N. MATHEWS, President 
R. E. KELLIHER, Manager 

















ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W. C.C. 


Lock Box 1365 
Columbus, O. 








completed my first year. In the sien 
after the close of school, when all of 
my boy friends were going to work for 
the holidays, I was deeply depressed, 
feeling that I must always be dependent 
on others. 

“One night as I was listening to the 
radio, I turned to station WSM. My 
mind was made up. Bright and early 
the next morning I was in the office of 
Will C. Pollard, general agent for the 
National Life. A week later I was on 
my way to earning my own indepen- 
dence. For the following three years I 
was dependent on no one. I worked 
my way through college and paid for 
my guide. 


Refused to Accept 

Charity of Friend 

“IT sell insurance on a business basis. 
When I first went into the game I had 
a friend tell me: ‘Well, I feel sorry for 
you. [ will buy a policy from you.’ I 
saw that I must sell insurance on its 
merits and not through sympathy. I 
tore up the policy and threw it into 
the man’s face. It was a drastic move, 
but it set people to talking. Instead of 
selling the man a $2,000 policy I later 
sold him one for $15,000 and he is now 
one of my staunchest supporters. 

“T do not carry any application 
blanks. I simply sell my prospect, and 
take him to the examining doctor. 

“After I had been in the insurance 
business for about two years, I read a 
magazine article about lead dogs being 
trained in Switzerland. I became in- 
tensely interested and went to Mrs. 
Harrison Eustis of Switzerland, from 
whom I procured my lead dog, Buddy. 


Founds Nonprofit School 

to Train Lead Dogs 

“IT have since founded a_ similar 
school in America, a nonprofit organiza- 
tion for the training of German shep- 
herd dogs to lead the blind. I divide 
my time equally between my now well 
established insurance business and the 
‘Seeing Eye’ school. 

“T have found that my dog has been 
of great benefit to me as well as much 
more economical than a guide. I locate 
my prospects more easily with my 
canine companion than with a human 
guide. About two months ago I 
changed to the Provident Mutual, con- 
vinced that I would have a wider field 
in which to ply my business.” 


Companies Finance Health Publicity 


Through a special committee of the 
Canadian Life Officers Association, 
headed by E. E. Reid of the London 
Life, the life companies in Canada are 
now financing weekly articles on health, 
which are broadcasted to the news- 
papers of Canada. These articles have 
been distributed for the past two years 
by the Canadian Medical Association, 
and they will continue to be run under 
the title of “Health Service of the Can- 
adian Medical Association.” The articles 
are prepared by Dr. A. Grant Fleming, 
professor of preventive medicine at Mc- 
Gill University, Montreal. 

The Canadian Medical Association 
also undertakes to answer inquiries on 
health matters, addressed to its office 
in Toronto. 


American National Figures 


The semi-annual statement of the 
American National of Galveston, Tex., 
shows assets $35,680,865, capital $2,000,- 
000, net surplus $2,600,733, insurance in 
force $568,557,042, increase $21,913,254. 
The gross income per month now ex- 
ceeds $1,350,000. The increase in sur- 
plus amounts to $379,619. The Amer- 
ican National is one of the strong com- 
panies that always forges ahead in a 
steadfast way. 





A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 


SPRINGFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo 
elers Life Insurance Company, Toledo, O 
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ACTUARIES 











CALIFORNIA IOWA 











Barrett N. Coates Cart E. HerrurtH 


Coates & HERFURTH 
CONSULTING ACTUARIES 








RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
IOWA 


MOINES, 











114 Sansome Str 37 i 
SAN FRANCISCO TOs ANGELES DES 
ILLINOIS MISSOURI 
ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


i6e N. La Salle St. 
Telephone State 1288 


LEXANDER C. GOOD. 
Consulting Actuary 
404 R. A. Long Bldg. 
Tel. No. Harrison 4899 
Kansas City, Mo. 





CHICAGO, ILL. 











OHN E. HIGDON 


4 fee. 








175 W. Jackson Blvd. CHICAGO NEW YORK 


ENRY R. CORBETT 317 Shubert Bldg. Kencas 
sou 1616 r= went le Tae se’ St. Low 
Specializing on -_ Funds 











Life insurance Accountants 
Statisticians 


Mi M. Dawson & Sos 


Rm A. GLOVER & CO. CONSULTING 
Consulting Actuaries ACTUARIES 
128 North Wells Street, Chicago 88 W. 44th St. New 


York City 

















INDIANA 


HAH. DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 





Richard F 


OODWARD, FONDIL.- 
LER and RYAN 
Consulting 
Insurance Accountants 
Harwood &. Ryas 
Jonathan G. Sharp 


75 Fulton Street 


ondiller 


Actuartes 

















ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 


Premiums, 


per 
Specialt y. 











INDIANAPOLIS New York 
Omaha, Kansas City oxh.aseoeen 
J. McCOMB 
» COUNSELOR AT LAW 


CONSULTING ACTUARY 


Reserves, 


Values, etc., Calculated. Valuations 
and Examinations Made. 
end all Life Insurance Forms 
¢ Law of Insurance a 


Coleord Bldg. OKLAHOMA CITY 


Surrende: 


Policies 
Pre- 


























We Write All Standard Forms of Participating and | 


Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 


2. Personal Life Monthly Income for Rejected Risks. 
8. The Best and Most Liberal Sub-Standard Facilities. 


4. Children’s Educational Policies age 1 day 
5. Up-to-date Health and Accident Policies. 


desirable territory 


to 10 years. 


a x ee wat yy 
tent suc- 
ity—men w are ent upon 


and prof- 


Very open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 


Ci . ti, Ohi 
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The Life Insurance Company of Virginia 


1871 


JOHN G. WALKER 
Chairman of the Board 


Richmond, Virgmia 


58 Years of Existence 


BRADFORD H. WALKER 


President 


1929 

















The A & H Review 3: A monthly onthly magazine for be 
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W. L. MOODY, JR. W.L. MOODY, Il 


SHEARN Mi Y 
Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Ww. J. SHAW 
T. L. 
Viee P: 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginie 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 
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Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 

























W. T. O’DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 





A YEAR OF 
SIGNIFICANT PROGRESS 


37” 


Increase in Amount 
of Average Policy 
in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


ETHELBERT IDE LOW, 
President. 


JAMES A. FULTON, 
Agency Vice President 


























We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 


A. F. SEELIG, Agency Manager 


Cuicaco Nationa. Lire 
INSURANCE COMPANY 
1400 West Washington Blvd. 

Chicago, Illinois 
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United States Field Artil- 
lery preparing the way for 
an infantry advance. 


PENING UP 


We have prepared a series of letters 
and folders on our Children’s policies 
which “open up” the way for our agents. 

Juvenile insurance has been written 
by this company for many years—the 
company being one of the pioneers in 
this field of life insurance. Agents of this 
company, through the medium of these 
policies, find the way of advance well 
prepared for them. 


You'll like The Peoples Life—the company that 


does more for its agents 


THE PEOPLES LIFE INSURANCE 
COMPANY *SIELLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman President. 
G.L.Lutterloh: - -Secrefary 





